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Twenty-Sixth Annual Convention | 


National Association of Credit Men Meets at San 
Francisco, June 14 to 17, 1921, Inclusive 


HE fact that we are in the 
readjustment period, when 
economic changes of great 


significance and magnitude 
are taking place, makes the conven- 
tion of the members of the National 
Association of Credit Men this year 
of unusual importance. 

We have been going through a 
year, since we last met, when credit 
policies have been put to the sever- 
est test, and the most difficult prob- 
lems of business have been focused 
on the credit department. 


It is time to come together, not 
only to review the happenings of the 
past few months and try to get all 
that we can out of them for future 
guidance, but to bring to bear on our 
work as many side lights as possi- 
ble in order to know better how to 
shape up the policies that should con- 
trol the credit department in the next 
few months. 

For many years our Pacific Coast 
members have been calling across 
the continent to their castern fellows 
to hold a national convention on the 
Pacific, so that the East and Great 
Middle West might know more inti- 
mately the extreme West. 


This year the Board of Directors 
resolved that the call should be an- 
swered .and the Pacific’s invitation 
accepted. The date of the annual 
convention was fixed for June 14 to 
17, 1921, inclusive. 


By Walker B. Mack 


FULL SPEED AHEAD 
FOR SAN FRANCISCO! 


IT HAS BEEN SAID that the 
trip to the 1921 Convention of 
the National Association of 
Credit Men to San Francisco 
in June will be worth thousands 
of dollars to each concern who 
sends a representative. Serious 


‘as are the responsibilities of all 


men in active business in these 
times, the educational value of 
such a trip ts well worth the 
time and money involved, espe- 
cially for the man who has not 
seen his own country, yet ts en- 
gaged ina business that touches 
all parts of the country. A 
journey of this kind will serve 
as an eye-opener of inestimable 
value. 


W.F.H. KOELSCH, Pres., 


National Association of 


Credit Men 


There is something wrong with 
the man who returns from one of 
our conventions without getting 
from it a veritable post - graduate 
course, a thorough seminar in 


credits, and largely increased facili- 
ties for carrying on his work, which 
make him a more effective member 
of the staff of his house. 

Men are always in danger of fall- 
ing into ruts and of losing their con- 
structive value to themselves and 
their houses. Such a convention as 
the credit men call together greatly 
lessens that danger for those who 
attend and should inspire every man 
fom more intelligent work. This is 
why many houses not only consent 
to giving their credit men the time 
to go but gladly pay the expenses of 
going. 

More opportunity is had for the 
exchange of experiences and ideas 
on this trip than is usually the case, 
simply because of the greater dis- 
tance that a large number of the 
delegates must traverse together to 
reach the convention. The plan has 
been formed to go to the convention 
by special train so scheduled that 
there will be the fullest possible op- 
portunity to see a large part of the 
country under the most delightful 
auspices. The schedule is as fol- 
lows: 


JOURNEY OUT 


Leave New York Saturday, June 
4, over New York Central Lines, 
5:30 P. M. 

Leave Chicago over the Santa Fe, 
Sunday, June 5,6 FP. M 
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On Monday morning, June 6, a 
stopover at Kansas City with the 
members of the Kansas City associa- 
tion,—3 hours. 

Tuesday, June 7, Albuquerque— 
one hour. 

Wednesday, June 8—day at the 
Grand Canyon, leaving just after 
sunset. 

Thursday, June g—day about 
Riverside and Smiley Heights with 
automobile trips and dinner at the 
famous Mission Inn; arriving at 

Los Angeles 10: P.M. Thursday, 
June 9. 

Two days will be spent with the 
members of the Los Angeles asso- 
ciation, and the start north made on 
the morning of Sunday, June 12, 
with afternoon and evening at Santa 
Barbara, luncheon and dinner at 
Ambassador Hotel and automobile 
drive to Missions. 

Monday morning, June 13, at Del 
Monte (Del Monte Hotel and fa- 
mous seventeen-mile drive); arriving 
at 

San Francisco 6: P.M. 

CONVENTION 

Tuesday, Wednesday, Thursday, 

Friday and Saturday, June 14 to 17, 


will be given to the San Francisco 
convention. 


In Muir Woods National Monument 


Oakland residences surround Lake Merritt 


RETURN TRIP 


The return will be by the northern 
route—Canadian Pacific Railroad, 
Saturday, June 18, leaving San 
Francisco at 10: P.M. 


Sunday, June 19, en route, with a 
short stop at Shasta Springs. 

Monday, June 20, the entire day 
spent with the members of the Port- 
land Association of Credit Men. 

Tuesday, June 21, morning with 
members of Tacoma Association and 
afternoon and evening with Seattle 
Association of Credit Men. 

Wednesday, June 22—Canadian 
Pacific S. S. from Seattle to Victoria 
—all day trip on Puget Sound. 

Thursday, June 23, Canadian 
Pacific Ry. passing through Fraser 
River Canyon. 

Friday, June 24, the day and even- 
ing at Chateau Lake Louise. 


Saturday, June 25, the day and 
evening at Banff Springs Hotel. 

Sunday, June 26, passing through 
the great provinces of Alberta and 
Saskatchewan. 

Monday, June 27, the day spent 
at Winnipeg with the members of 


the Canadian Credit Men’s Associa- 
tion. 


Twin Peaks Boulevard, San Francisco 
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Tuesday, June 28, day with mem- 
bers of the St. Paul and Minneapolis 
associations. 


Wednesday, June 29, a stop of two 
morning hours at Milwaukee, then 
via Chicago directly home, arriving 
in New York, Thursday, June 30, at 
9 A. M. 


ACCOM MODATIONS 


The train will consist of section 
and drawing room cars, compartment 
cars, club and observation cars, the 
same equipment being provided dur- 
ing the entire round trip. 

All who have taken part in an all- 
expense trip will agree that it offers 
the most satisfactory arrangement. 
The fact that before one starts prac- 
tically all money arrangements have 
been made for all features of the 
trip, even to the details of transfer- 
ring to hotels and to taking the train, 
counts for much in the freedom, ease, 
freedom from worry and goodfellow- 
ship of the travelers. 


Under the plan the dining car be- 
comes as informal as the dining room 
of one’s home, and those in charge 
of the train have the advantage of 
knowing exactly what to provide 
down to every detail. Even though 


there were no saving for the individ- 


Looking down from Mt. Tamalpais 


Berkeley looks out through Golden Gate 
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ual in cash outlay, there is a great 
increase in comfort and satisfaction, 
in efficiency in handling. the party so 
that it shall get the most out of every 
day of the trip. One traveling in- 
dependently could not possibly get as 
much as is provided under this plan, 
though he used the same route. 


Arrangements are being made with 
local associations everywhere along 
the trip and there is no doubt of the 
hospitable welcome that will be ex- 
tended to members of the party as 
they visit one place after another. 


COST 


Under the all-expense plan every 
item is covered except the meals for 
the two days at Los Angeles and 
lodging and meals at San Francisco. 
Our party at these points will be so 
scattered that it would be impossible 
to handle them on the all-expense 
plan. The flat price covers trans- 
portation, pullman, meals on train, 
steamer, hotels, automobile trips, 
transfers, etc.; but of course, does 
not cover fees. 

Although the railroad companies 
have not been finally informed as to 
rates it is safe to say that the figure 
on the basis of lower berth will be 
approximately $530, from New 
York, and for two persons in a com- 


Bay or AVALON, CaTALINA ISLAND 


partment each $555. As_ stated 
above, this figure does not include 
meals at Los Angeles nor lodging 
and meals at San Francisco. 


As far as it is physically possible, 
without over-crowding, the special 
train will serve the members of the 
Association in New _ England, 
Albany, Utica and other points along 
the line to Chicago. There have 
already been booked for the train a 
number of members of the Associa- 
tion and their families. 


A WORD FROM SAN FRANCISCO 


“T assure you,” writes F. S. Jef- 
feries, secretary-manager of the San 
Francisco Association of Credit 
Men, “that San Francisco is going 
to make this the greatest convention 
the National Association has ever 
held. The quality will be up to the 
standard. The matter of entertain- 
ment for the delegates is one that we 
are going to take special pride in, for 
we realize that the Pacific Coast will 
not get the National Convention 
again for many years, and we want 
to impress very firmly in the minds 
of the entire membership of the 
National Association that the San 
Francisco association is always 
vitally concerned and interested in 
the affairs of the National organiza- 


tion. I sincerely hope there will be 
a large delegation from all sections. 
You can truthfully promise the mem- 
bers of the National Association 
through THE Crepir MonTHLy that 
the features of the Convention, in- 
cluding the program, will far surpass 
anything that has ever been under- 
taken previously.” 


Killing a Bad Measure 


San Francisco.—The credit men’s asso- 
ciation of California joined other busi- 
ness organizations of the state recently 
in defeating a measure which came up 
under the referendum, popularly called 


the Community Property Bill. If the 
measure had become the law of the state, 
it would have revolutionized the disposi- 
tion of a decedent’s estate. It was pre- 
sumed to increase largely the share of 
the wife in a husband’s property in case 
of the latter’s death, but the measure car- 
ried with it serious and far-reaching re- 
sults for the creditors of the husband’s 
estate and others. 

Although supported strongly by the 
women’s clubs of California, the. publicity 
work of the business associations was 
done so effectively that the referendum 
was defeated in a vote of 524,133 to 
246,875. Such a vote speaks volumes for 
the effectiveness of the appeal made by 
the business associations. 

Specially active in the educational cam- 
paign were Thomas M. Earl, president of 
the San Francisco Association of Credit 
Men, and Joseph Kirk, attorney for the 
association’s adjustment bureau. 





Reconsideration and Revision 


The Big Words in the Credit Office Policy Today 


By H. Uehlinger 
Asst. Treas., Hilo Varnish Corp., Brooklyn, N. Y. 


T has been the good fortune of 
most credit offices during the 
past four years to be able to 
point to an exceedingly high 

volume of business, with an exceed- 
ingly small percentage of bad debt 
losses, and the conclusion would 
seem to be well justified, that the 
Credit Department has been well 
managed. 

A little closer study of the subject, 
however, will not warrant a conclu- 
sion so flattering. The facts were 
that while business was booming, 
men had wherewith to pay. So long 
as business was ascending, collec- 
tions offered no difficulty and credits 
no serious problem. 

Like other departments, the credit 
office was mighty busy, but the head 
of the department and his assistants 
were able nevertheless to indulge 
freely in motoring, golf and other 
pastimes, so that the technique of 
credits and point of view in the 
credit department have suffered dur- 
ing the period of inflation; and we 
have had losses since, and are likely 
to have losses in ascending scale as 
a result. It is positively unusual, 
this condition of finding a corpora- 
tion, though solvent, yet not liquid, 
with a large proportion of assets 
compared to liabilities, and yet un- 
able to meet obligations. There has 
been an over expansion of credit, a 
too liberal use of it, if you will. 
Credit has found its way into brick 
and mortar, tools and equipment, and 
merchandise which seems to have 
been purchased—now that as we 
look back,—at a price level ridicu- 
lously high. 

With many top-heavy balance 
sheets, and business opening up, the 
credit office must readjust itself to 
meet these new conditions, and meet 
them squarely and fairly until the 
period of readjustment is over. In 
that way many failures will be pre- 
vented. 

We know that this is a time when 
it is inadvisable to force a customer 
to pay, and a time to lend every pos- 
sible aid, especially if the customer 
shows in a genuinely constructive 
way that he is meeting the new con- 
ditions that the lapse in business ne- 
cessitates. 

What are the new methods or pol- 
10 


icies that the credit office adopts in 
these abnormal times? 

These are expressed in the follow- 
ing instructions addressed recently 
by a credit manager “To all em- 
ployees of the Credit Office.” 

NEW METHODS AND POLICIES 

In order more quickly to bring to 
light accounts that are falling behind 
in payment and to give them the ben- 
efit of preferred attention in a con- 
structive way 

All accounts thirty days past due 
amounting to $500 or more [This 
figure may be changed according to 
the business] are to be referred to 
the credit manager. 

Re-opened accounts and new ac- 
counts due to changed business con- 
ditions throughout the world must 
be considered under the same cate- 
gory. All such accounts should re- 
ceive attention in the following man- 
ner: 

Discover “the motive of the or- 
der,” that is, why the order was ten- 
dered, was it the result of salesman- 
ship, good will or advertising? If 
convinced that the order came in the 
natural course of business, proceed 
te gather credit data as usual. 

Financial statements must reveal 
from your analysis whether there has 
been an over investment of funds in 
buildings, steel and merchandise. 

Furthermore, the credit office must 
know definitely whether the mer- 
chandise values as they appear in the 
statements are taken at prices in con- 
formity with the best practice, which 
is, market price if lower than cost 


price, cost price if cost is lower than 
market. 


Inasmuch as approximately every 
business house in the country has a 
largely increased overhead which in- 
cludes wages, salaries, taxes, tele- 
phone, up-keep of new buildings, 
etc., it shall be the practice of this 
office from this date, before extend- 
ing any considerable new credit to 
old customers or credit to new cus- 
tomers, to learn and know definitely 

Whether or not the customer has 
trimmed his pay roll, curtailed his 
overhead, and brought within rea- 
sonable bounds his -entire expendi- 
tures so that his loss, if any, for the 


ensuing year will be minimized. Our 
investigators should take nothing for 
granted. 

Inasmuch as up-to-date credit in- 
formation is valuable in determining 
the quality of a credit applicant, it 
shall be the policy hereafter 
' To use more liberally the inter- 
change bureaus throughout the coun- 
try, so that instantaneous reports of 
customers’ present indebtedness may 
be known. If ever up-to-date infor. 
mation was worth anything it is 
worth far more today. 


Newspapers and trade papers are 
filled with news items concerning the 
financial affairs of many of our cus- 
tomers. Some speak of reduced pay 
rolls, shutting down of plants, work- 
ing part time, reorganizations, ex- 
tensions, receiverships, etc. The 
clipping department is therefore 
urged 

To follow more closely its work 
and incorporate the clippings in the 
commercial report folder; further 

In order that an intelligent under- 
standing of the customers’ advertis- 
ing methods*may be available, it is 
requested that advertising in the 
trade papers and newspapers show- 
ing the class of goods offered for 
sale be attached and made part of the 
commercial report. 


It has been the practice of this 
office to record on cards, folders, etc., 
data concerning the credit responsi- 
bility of our customers. In order to 
prevent any possibility of errors of 
judgment, it shall be the practice of 
the office hereafter 

To present only the original infor- 
mation for consideration, so that a 
decision may be made with that in 
full view; and it follows that orders 
are to be certified as to credit with 
The Commercial Report Folder, The 
Customer's Ledger Sheet and The 
Collection Correspondence; also in 
full view when the judgment 
whether to ship or not to ship is be- 
ing made. ; 


In conclusion, revision and re- 
consideration are the big words in- 
scribed indelibly in the credit office 

(Continued on page 40) 





nf Our Credit Department System 


Office Mechanism of Proved Worth in Handling Both 
Wholesale and Retail Trade 


By M. B. Williston, Credit Manager 
United Fuel & Supply Co., Detroit, Mich. 


HE efficiency of the per- 
sonnel of a credit organiza- 
tion is impaired or en- 
hanced, as the case may be, 

by the weakness or strength of the 
Department System that is adopted 
for their support. 

The time has passed when a credit 
risk should be assumed as the result 
of a personal opinion as to the appli- 
cant’s honesty. While it is true that 
character, ability and financial worth 
are the most desired qualifications in 
the prospective purchaser, we also 
know that one or more of these de- 
termining factors may be suddenly 
affected by unforeseen conditions, 
such as general business depression, 
fraud on the part of others, etc., etc. 

It should therefore be conceded 
that the successful Credit Depart- 
ment Office System is one that will 
secure, tabulate and retain any in- 
formation that has a bearing on the 
creditor’s condition of the past, pres- 
ent or future and that the effective- 
ness of the system is governed en- 
tirely by its accessibility and the 
dove-tailing of its component parts. 

The system which I have designed 
and used in this business is composed 
of four branches or units, each one 
of which is necessary in the success- 
ful operation of the others. These 
units, or parts, may be designated as 
“Investigation,” “Index of Stand- 


ing,” “ List of Accounts,” and “ Col- 


lection Follow-up.” 

As it is extremely difficult to treat 
a subject of this kind without unin- 
tentionally setting forth a lot of facts 
and details that are known to all 
credit men, I will try to adhere to an 
explanation of the working of the 
system and mention only such credit 
details as are necessary. 

“ INVESTIGATION ”” 


The so-called “ Investigation ”’ file 
is the nucleus of the entire system. 
The filing equipment is the standard 
upright letter file, and the ordinary 
folder is used. These folders are 
alphabetically arranged under a 200 
sub-division index, but are not other- 
wise listed. As a basis for the “ In- 
vestigation ” file, we endeavor, where 
at all possible, to obtain a formal 
credit application from the prospec- 
tive customer through personal in- 
terview; however, there are times 


when it becomes necessary to have 
the salesman secure such an applica- 
tion. Fig. 1 shows the form of the 
credit application used. 


some notation on face of application 
as “ Agrees to Terms.” This has 
been found to produce remarkable 
results. ) 


CREDIT APPLICATION 


MUR c hte Secs sacs & Sauen cote Address 
ee ae 


Doing business as an individual. ...Under assumed name....Co-partnership... 


(If Corporation) 


Corporation....Cap. Stock $....Sub’d $..,.Paid in $....Cash $.... 


President 


Address 


References—Sce “details” on reverse side—if reference given has more than 
one place of business, show BRANCH Office. 


Approx. monthly req. $ 
Request delivery (Date) 


Credit Manager 


Fig. 1. Credit Application. 


The prospective customer is invited to fill out this 


form which has attached to it in coupon form memoranda blanks for the Accounting 


Department and Sales Department. 


This form is not elaborate but in- 
cludes important points and the 
whole may be used as a basis for re- 
quest, through commercial agencies, 
for the needed financial statement, 
trade report, antecedent report, etc. 
The desirability of the information 
requested is apparent to all and re- 
quires little comment except to point 
out that it is very essential that the 
credit man know whether applicant 
is doing business as an individual, 
under an assumed name, as a co- 
partnership, or as a corporation, as 
the creditor’s status is different un- 
der each classification. It has been 
found too that it is well to know the 
piospective customer’s banking con- 
nection. 


The reverse side of the form is 
reserved entirely for details such as 
references, etc. 

_(When taking the application, we 
advise the applicant fully as to terms 
of sales and in his presence make 


(Actual size, 8 x 5% in.) 


The credit application is so printed 
that all Departments interested can 
be notified of the prospective cus- 
tomer and in the casc of the Ac- 
counting Department, they are, in 
due course, instructed as to the credit 
lhmit established which later appears 
at top of customer’s ledger sheet. If 
favorable ruling has been made, the 
applicant is then privileged to place 
his orders which will be handled, 
from a credit standpoint, by that 
branch of the system which we 
designate as 


“INDEX OF STANDING ” 


The “Index of Standing” is a 
series of cards which show in con- 
densed form the information con- 
tained in the “ Investigation” file. 
These cards are standard equipment 
of the Rand Manufacturing Com- 
pany and provide a means of chang- 
ing the color of the card by the use 
of a celluloid slip inserted in front of 


Il 
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the name as it appears at the bottom 
of the card. Three colors are used: 
red, to indicate that the customer is 
not of credit standing ; yellow, to in- 
dicate caution ; and clear celluloid, to 
indicate that the customer is in good 
credit standing. On these cards we 
include information of special inter- 
est, such as a knowledge of family 
dimensions, evidence of excessive 
drinking or gambling, etc. A card is 
made up whenever an investigation is 
made whether or not an account is 
opened. Cards are also made up 
when we learn of the unhappy ex- 
perience. of our competitors with 
their customers, so that we may be 
safeguarded should that customer 
apply to us for credit after the inci- 
dent of our competitor’s trouble had 
been forgotten. 


Individual Trading Name 


Names of officers (if corp.)..........-. 
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CREDIT DEPARTMENT 


Address 


Change Credit Record from 


CHANGE ACKNOWLEDGED 


eee ete eee ete eee eee eeeeeeeeeeeseeeeese 


Typewrite on the perforated line above, then cut off ON THE LINE. 


Fig. 2. “Index of Standing” Card. This carries in condensed form information 


on the customer. 


The use of the color signals per- 
mits of continuous changing of the 
indication without destroying or al- 
tering the original information. It 
frequently develops that a man’s 
credit standing improves from time 
to time; and we are in a position to 
take that party on for a limited vol- 
ume of business although his name 
may have appeared with a red signal 
on the occasion of the original entry. 
This change of condition would be 
indicated by a yellow signal; and if 
the customer continues to demon- 
strate his ability and honesty we may 
be able to use a clear signal before 
his name indicating that he is entitled 
to his requirements if within the 
credit limit which we have estab- 
lished and which is referred to above. 

This card is shown as Fig. 2 here- 
with. 

In addition to this card system we 
maintain a duplicate record in our 
Otder Department; but this record 


(Actual size, 5 x 3% in.) 


shows only names and addresses and 
the corresponding color signal. This 
duplicate record is carried in order 
that all purchases or orders may be 


handled expeditiously. The names 
and addresses referred to as the 
duplicate system are carried on a re- 
volving stand made by the Rand 
Manufacturing Company. 

As stated the color indication be- 
fore the names of the “ Index of 
Standing ” is changed very frequent- 
ly and a form (Fig. 3) is provided as 
the necessary authorization and an 
acknowledgment of receipt of the 
change by the heads of the various 
other departments is obtained. This 
is done in order that they might be 
fully advised of curtailment in credit 
accounts or other indicated condi- 
tions. 

With the use of this card it is ne- 
cessary only to insert the names of 
the colors, that control the standing, 
on the line “change credit record 
from RED to YELLOW.” A space 
is also provided for proper approval 
by the head of the department after 
the change is authorized by his as- 
sistant, or the change may be noted 
by the assistant if*it is originally 
authorized by the head of the depart- 
ment. When these cards have been 
properly acknowledged by depart- — 


CREDIT DEPARTMENT 


Supplies 


CHANGE OF ADDRESS 


Fig. 4. Change of Address Form. 


(Actual size, 5 x 3 in.) 
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ment heads they are returned to the 
Credit Manager and filed in the “ In- 
vestigation ” file and become a per- 
manent part of that file. It will be 
readily seen that a glance into the 
“ Investigation ” file of the customer 
from time to time will show that 
credit may have been discontinued 


tomer, this is detected immediately, 
although it is possible that the due 
date of the account may be 30 days 
removed. If on the other hand con- 
ditions warrant a larger amount of 
credit than had originally been in- 
tended this slip is filed in the “ Tick- 
ler” file (which will be explained 


CREDIT DEPARTMENT 


Present Dr. Bal. (approx.)............. 


Highest Credit (paid) 
SIGNED 


Credit Department. 


Fig. 5, When the amount a customer owes passes his credit limit, the book- 
keeper notifies the Credit Dept. on this form. (Actual size, 444 x 5% in. Yellow paper.) 


several times during a given period 
because of failure to meet obligations 
promptly or for such reason as may 
be indicated on the card in the “ In- 
dex of Standing.” 


A “Change of Address” form is 
shown here (Fig. 4) the merits of 
which are apparent. Acknowledg- 
ment of changes is taken from de- 
partment heads, as in the case of the 
change of credit standing mentioned 
above. ; 


I have mentioned the fact that the 
credit limit placed by the Credit De- 
partment appears on the ledger sheet. 
As all sales are posted daily and 
balances carried forward at the end 
of each day, whether affected by ac- 
cumulated credit or not, it is a simple 
matter for the bookkeeper in the 
Crediting Department to compare the 
balance owing by the customer with 
the credit limit established and ap- 
pearing at the top of the customer’s 
ledger sheet. If the balance is found 
to be in excess of the credit limit so 
placed he uses the following form to 
notify the Credit Department of such 
condition. 


Upon receipt of this information 
of excessive purchases it is the duty 
of the Credit Manager or his assist- 
ant to determine immediately 
whether or not the increased line of 
credit is justified. If there is evi- 
dence of over-buying or an unnatur- 


al expansion on the part of the cus- 


later) and checked up again at a 
later date. The use of this form is 
confined entirely to the Credit De- 
partment; the Auditing Department 
concerns itself no further after hav- 
ing notified the Credit Department of 
the original exceeding of the credit 
limit established. 
“ LIST OF ACCOUNT ” 


Under this system approximately 
2,500 open accounts are handled 
monthly ; and it has been found ne- 


13 
cessary to have a record for collec- 
tion purposes that shows the condi- 
tion of the ledger accounts, at the 
time of the issuing of the last month- 
ly statement. We therefore use an 
ordinary form similar to the Trial 
Balance Sheet. This book shows the 
name, address, and the sum total con- 
dition of the account at the end of 
each month together with a space for 
memorandum as to payments or 
notes relative to the collection of the 
account. This book is so arranged 
that by the use of the “ Cut Leaf” it 
serves for an entire year. 


Immediately following the issuing 
of the statements on the last day of 
each month, the amounts appearing 
in the form of a debit or credit bal- 
ance are transferred to the “ List of 
Accounts ” and by the use of a sim- 
ple code, the credit manager indicates 
the treatment that the account is to 
receive, if still unpaid on. its due 
date, and arranges for telephone or 
telegraph communication or:a series 
of collection letters which are mailed 
at fixed intervals. The present col- 
lection plans include the writing of 
three letters during the month in 
which the account becomes due; for 
instance, accounts accruing during 
any month are due on the roth of the 
following month and if they are still 
unpaid on the 15th day of that 
month, the first.collection letter is 
mailed, the second on the 22nd day 
of the month and the third on the 


-29th day of the month. This rather 


forceful follow-up system may seem 
to some to be evidence of unwar- 
ranted persistence; but as stated 
above we have already had a definite 
understanding with the customer as 
to terms and we are insistent only 
upon the customer’s doing as he 
agreed to do. We meet very little 


CREDIT DEPARTMENT 


Fig. 7. Index Card. (Actual size, 57% x 4 in.) 





Copy to..... 
Copy to.. .... 
Copy to............ ' 


vertrermiecceee OOP t With 


The account of 


is out of balance in the amount of $ 


..Dep’t with. 
Dep't with . 


129 | 31 


for the reason indicated below 


We have credited the account as follows: 


Cash (or check) $...... 


Deductions not explained—Mail form letter No... oa 


Invoices deducted... 


Claims for damage not approved 


Used credits twice.. ai 
Expense bills not received for credit 
Bank exchange not allowable.. 
Discount incorrectly figured...... 


Discount not allowed or previous payment 


Discount taken on net items...... ; 
Claims special discount allowable... 


..----» Discount $.. 


pM isinceedhcscceccoinss 


Claims invoices sent m for correction—not returned..........'. 


Claims incorrect. count or measurements... 2.0.0.0... eeeeel eee ecco eeeee enone eee 


Claims cartage should not have been charged... 


Claims merchandise returned, mo credit... ooo cece eee eons 





Claims merchandise returned this month... ----cccsseeeelesceeseeeceeccosssseees 


eirmeaes topes rartpernell, ta R ncnecscn cadet sceecoceeeceoe Ioneveoes cece 


Claims sacks returned this month 


Claims not to have received invoices.. 
Claims account represents donation. . 


aati eeesiieeedeeneeeeneeaininenneenennneense el 
Fig. 6. Reconciliation Sheet. This form covers deductions made by the customer 


which throw the account out of balance. 


opposition or criticism due to this 
series of letters. It might be of in- 
terest to add also that, although the 
letters are form letters, they are all 
original copies and personally signed. 


RECORDING DEDUCTIONS 


It frequently occurs in our busi- 
ness that deductions are made by the 
customer when sending in a remit- 
tance, which throws the account out 
of balance and when such deuuctions 


Credit Department - Per... 


(Actual size, 6x11 in.) 


are noticed a reconciliation sheet 
(Fig. 6) is made up. 

This form is carried in triplicate 
and a copy mailed to the department 
interested, together with the docu- 
mentary enclosures, etc., and the 
amount of the deduction shown op- 
posite the claim of the customer as 
indicated by the letters A, B, C, etc. 
It will be noticed that it is possible 
in this way to keep a very accurate 
account of the nature and amount 
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of the deduction and this amount to- 
gether with the discount and cash re- 
ceived should balance with the 
amount of the statement as last ren- 
dered, which of course is the amount 
shown on the “ List of Accounts.” 
The space following the figures on 
the “List of Accounts” as men- 
tioned above, is then utilized to show 
the nature of the deduction. The 
third copy of the reconciliation form 
is retained by the Credit Department 
and filed in an upright file; and 
metal signals are used at,the top of 
the card to indicate the date on 
which the department to which a 
copy was sent should be in a posi- 
tion to reply and an inter-department 
note is accordingly written urging 
action. If the deductions by the cus- 
tomer are not explained, it is so in- 
dicated by checking item A (see 
Fig. 6) and a form letter is mailed 
calling his attention to the deduction 
and requesting advice as to its na- 
ture. If reply is not obtained from 
the customer, the entire matter is in 
due course transferred to the 


“ COLLECTION FOLLOW-UP ” 


The “ Collection Follow-up” file 
does not differ from any good Tick- 
ler system. The equipment consists 
of upright letter files and standard 
folders; and the files are divided into 
the days of the month. All corres- 
pondence concerning active accounts, 
whether it be in the nature of a col- 
lection letter or request for informa- 
tion, is handled through this file. All 
correspondence is indexed before be- 
ing filed and is filed under date. A 
simple form (Fig. 7) of index card 
is used for this purpose. 

That portion of the card to the 
right of the vertical line is used for 
pencil notations as to dates under 
which the corresporfdence is filed and 
the lower portion of the face of the 
card is used for special remarks such 
as notice to the effect that the cor- 
respondence has been taken out for 
purpose of dictation or loaned to an- 
other department. 

There is maintained in addition to 
the “Collection Follow-up” or 
“ Tickler,” a file for “ Closed” cor- 
respondence, etc., which is carried 
under the same index as used on the 
“ Collection Follow-up ” file. 

On the occasion of dictation on 
any subject a small rubber stamp is 
used on the carbon copy of such let- 
ter to indicate where the letter is to 
be filed and if it is to be filed in the 
“ Tickler,” it also indicates when the 
matter is to be brought out for fur- 
ther attention. 

The foregoing comprises all work- 
ing particulars of the Credit System 
with the exception of a few forms 
that have been found to be of advan- 
tage in special cases. 
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Occupation and where employed? 
Married? 
(if married) 
Unable to pay? 
Excessive drinking? 
(1 recommend) 


Single? Rents? Owns? 
He pays. She pays. Indifferent? 
Do surroundings look favorable? 
Does debt own piano, 
Persona! dunning 
Deferred action 


REMARKS: 


Is account acknowledged? Yes No 


Or unfavorable? 
auto, 
Collection by letters. 


2 2 2 24 
SEPTEMBER 
CREDITS 


JULY AUGUST 


oS 
& 
3 


Able to pay but will not. 


phonograph 


2 


15 
a ce | 
OCTOBER NOVEMBER DECEMBER 
CALLED PHONED 
7 











Fig. 8. Record of Collections. (Actual size, 8x4 in) 


All collections are made through 
correspondence, but at a time in the 
past it was necessary to employ col- 
lectors and the form shown herewith 
as Fig. 8 was used very effectively. 
This form was made up in duplicate 
and carried as a desk file with metal 
signals. The value of the informa- 
tion shown on the left hand side of 
the card is obvious, but its force real- 
ly lay in the fact that a collector was 
obliged to sign the card if the ac- 
count was turned back uncollected 
and in doing so was forced to ac- 
knowledge over his signature that he 
was unable to collect it. I found 
that very few cards were turned back 
as acknowledged failures. 

In addition to the forms already 
shown, an acknowledgment of in- 


debtedness (Fig. 9A) has been used 


to advantage. 
MEMORANDUM 
Detroit, Micw 
The indebtedness of 
to the United Fuel & Supply Co. on 
to the amount of dollars as of 
is hereby acknowl- 
edged to be just and owing. Payment 
will be made on or before 


Receipt of complete copy of above is 
acknowledged. 


Fig. 9A. Acknowledgment of Indebt- 
edness. 


STATE OF MICHIGAN lt 
County oF WAYNE 


On this 
before me, a Notary Public an and for 
said County, personally appeared 
to me known to be the 
who signed the acknowl- 
edgment of indebtedness on the other 
side hereof, who acknowledged that 


g SS: 


Notary Public, Wayne County, Michigan. 
My Commission Expires 
Fig. 9B. Affidavit. (Reverse of Fig. 9A.) 


This form is used on occasions 
when a customer calls to request a 
further extension of time in payment 
of his account. It has been. found 
that when he is asking a concession 
of that sort it is an easy matter to ex- 
plain to him if the extension is to be 
granted, that it is necessary that the 
Auditing Department be shown that 
the indebtedness is acknowledged 
and collectible; and he accordingly 
signs willingly. After obtaining his 
signature, the sheet is reversed and 
on the back there appears an affi- 
davit. When the name of the debtor 
has been inserted, an acknowledg- 
ment has been secured that will stand 
in court and one that would render 
the account an actual liquid asset 
thgugh uncollected. There has been 
no indication of unwillingness on the 
part of a customer to meet such an 
affidavit after having acknowledged 

_the account as justly due and owing. 


By the use of this form accounts 
have been collected from concerns 
who afterward filed petitions in 
bankruptcy or went into the hands of 
receivers for the benefit of creditors, 
as they were impressed by the legal 
phraseology of the document and 
realized the. nature of their obliga- 
tion. This form in some courts 
would be considered as a promissory 
note. 


IN CONCLUSION 


Readers of THE CrepitT MonTHLY 
should understand that this treatise 
covers only the actual credit system 
and is not intended in any way to ex- 
plain credit practise or policy. Its 
use has, however, contributed mate- 
rially to the success of the writer in 
the handling of accounts of a large 
volume over a period of six years 
in a business catering to both retail 
and wholesale trade, in which ac- 
counts varied from $1.00 to $50,- 
000.00 per month. During this per- 
iod credit losses have not been in 
excess of one-fifth of one per cent. 


Index for Credit Monthly 


N index covering the contents 

of the Bulletin of the National 
Association of Credit Men for Jan- 
uary and February, 1920, and the 
contents of THE Crepir MontTHLY 
from April to December, 1920, in- 
clusive(the whole of Volume X XII), 
has been prepared in mimeographed 
form and will be supplied to 
members in good standing of the 
National Association of Credit Men 
who ask for it. Please address re- 
quests to THE CrepiT MonTHLY, 41 
Park Row, N. Y., before April 1, 
1921. 
















































































Model Credit Office Exhibit 


Buffalo Association Puts On a Show Specially Designed 
to Help Credit Men in Their Work 





O get an actual exhibit of 

office devices and methods, 

organized for the special 

benefit of credit men, a 
Model Credit Office exhibit was re- 
cently held under the auspices of the 
Buffalo Association of Credit Men. 
The original plan was to set up an 
exhibit of a model credit department 
and put actual orders and questions 
through the credit department. This 
plan was slightly modified because 
the visitors to the exhibit proved to 
be interested in the special devices 
and this made it inconvenient to fol- 
low every order through the depart- 
ment. The progress of an order 
through the department was outlined 
to any one interested. 


For example an order would be 
checked on the Comptometer, passed 
on to the Noiseless Typewriter, with 
ledger postings on the Burroughs 
Adding Machine. The accounts were 
set up on the Addressograph. In 
one exhibit the order was checked 
on the Monroe Calculating machine, 
passed to the Underwood Manifold 
billing typewriter with postings done 
on the Underwood or Elliott-Fisher 
bookkeeping machine. The Dalton 
Adding machine and Wales Adding 
machine were used for general add- 
ing work. By this plan it was de- 
monstrated that monthly trial bal 
ances could be done away with en- 
tirely and books kept in balance. 


Great attention to the work of the 
Association was attracted by the ex- 
hibit among non-members, as well 
as among members who up to that 
time had not realized the opportuni- 
ties of membership. 


The exhibitors were as follows: 


The Addressograph Co. 
American Kardex Co. 
American Multigraph Co. 
Baker Vawter Co. 

Burroughs Adding Machine Co. 
Cutler Cabinet Co. 

Dalton Adding Machine Co. 
The Dictaphone. 

Elliott Fisher Co. 

The Felt Tarrant Co. 

Library Bureau. 

Monroe Calculating Machine Co. 
Noiseless Typewriter Co. 
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Oliver Typewriter Co. 

The Rand Company. , 

Smart Addressing Machine Co. 
Todd Protectograph Co. 
Underwood Typewriter Co. 
Wales Adding Machine Co. 
Yawman & Erbe. 


These manufacturers were asked 
for descriptions of their exhibits. 
From their replies are compiled the 
following paragraphs: 


EQUIPMENT FOR CREDIT DEPARTMENT 


ADDRESSOGRAPH COMPANY. 
Think of a bookkeeper or typist wasting 
a whole day heading as few as 500 state- 
ments! Anybody with a simple Addresso- 
graph can do the same amount of work 
in 20 short minutes. The Addressograph 
prints names and addresses exactly like 
typewriting—cannot make mistakes or 
omissions to offend customers and lose 
trade. Addressograph speed gets state- 
ments into your customers’ hands on the 
first or second of the month when chances 
for collection are greatest. 

No changes in accounting methods are 
necessary to secure Addressograph advan- 
tages. Nor does it matter how few or 
how many statements you render. There 
are Addressographs large and small and 
special features for handling every phase 
of statement work. 

Besides the hand-operated and the 
motor-driven Addressographs, there were 
shown (a) the Selector attachment 
which permits of skipping any portion of 
the list, and (b) the Eiechitene with 
which metal name plates can be made in 
your own office. 





THE DALTON ADDING MACHINE 
was used at the show for both straight 
adding and listing and also for calcula- 
tion. It was the only machine which did 
both these classes of work. 





THE AMERICAN KARDEX CO. ex- 
hibit consisted of a battery of five stand- 
ard cabinets mounted on a steel table 
stand with draw shelf. Each cabinet has 
a capacity for 1,000 card records; the bat- 
tery therefore is able to handle 5,000 
credit cards. The Kardex qualities 
stressed in this exhibit were perfect con- 
trol, complete visibility and instant acces- 
sibility. The index line on every card be- 
ing always in sight, it was possible to ob- 
tain information from any card within 
four seconds or even less. 

The cards are in pockets with transpar- 
ent celluloid tips running from 65 to 70 
pockets to the slide. On the front of the 
slide is a label showing the alphabgical 
contents. Thus by having a given name 
it is possible to draw a slide and find the 
card in minimum time. The speed of the 
KARDEX method so exemplified indi- 
cates its value in rapidly passing credit 


authorization slips. Service to charge 
customers in good standing is instan- 
taneous. 

The Kardex idea is “ Business Control 

with Accessible Records.” Visibility af- 
fords instant accessibility and instant ac- 
cessibility insures absolute control. 
' KARDEX cabinets are all steel, fire re- 
sisting, compact and economical. Their 
adaptability is demonstrated by the fact 
that more than 20 different kinds of-rec- 
ords in 300 lines of business represented 
by 20,000 firms are maintained in KAR- 
DEX, 


THE ELLIOTT-FISHER Filat-Bed 
System of accounting, bookkeeping, bill- 
ing and recording produces a _ written 
itemized statement and ledger (or equiva- 
lent) at one and the same time, and also 
makes out underneath the ledger a Proof 
Sheet, or Journal. 

For the credit man the great value 
claimed for Elliott-Fisher lies in the fact 
that every record is complete, accurate, 
and legible, and that all the work is up 
to date. 

For instance, Elliott-Fisher records give 
him at a glance such information as: 

The character of goods bought. 

The frequency of purchases. 

The frequency of payments. 

How often the account has been over- 
due. 

Balance due day by day. 
What customers have been lost or 
gained. 

He has, also, a daily credit and collec- 
tion journal for his exclusive use. 





THE COMPTOMETER, manufac- 
tured by the Felt & Tarrant Mfg. Co., 
adds, multiplies, divides and subtracts and 
is claimed to be the fastest and most ac- 
curate adding and calculating machine in 
the world. The first thing the Compto- 
meter would do, where any credit infor- 
mation was to be required, would be to 
figure and add the orders; second, prove 
the extensions and additions on the type- 
written bills; third, to add the sales, and 
to make sales distribution by ledgers, by 
departments, by lines, by salesmen, etc.; 
fourth, prove the postings on account re- 
ceivable ledgers, add and balance the ac- 
counts debit and credit, strike the individ- 
ual balance, and take off trial balances. 





DALTON ADDING MACHINE CO. 
The small keyboard, the light responsive 
key touch, a key depression of scarcely a 
quarter of an inch and a key action ab- 
solutely beyond the capacity of the fastest 
operator, are some of the elements which 
underlie the wonderful speed of the Dal- 
ton. By such means the Dalton attains 
the utmost limit of speed in the “ setting 
up” or introduction of numbers, while the 
marvelous speed and perfection of the 
“carrying” mechanism admits of much 
faster operation of the machine in the 
printing and adding than is possible with 
any other. 
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THE LIBRARY BUREAU Steel 
Unit Card Record Desk is a combination 
card file and desk. It houses an immense 
number of cards at hand level below the 
eye and all within arms’ reach. This desk 
occupies very little space and is capable 
of indefinite expansion. ° 

The cards in the unit record desk may 
be used for credit information, stock rec- 
ords, ledgers, customers’ lists, sales rec- 
ords, price quotations, orders, indexes, 
etc.; in fact, for any purpose for which 
card records are used. 


The L. B. Steel. Card Ledger Tray is 
designed to facilitate the handling of the 
ledger cards and to get the greatest pos- 
sible speed. The right-hand side can be 
dropped down so that the operator can 
see the balance on the lowest line without 
removing the card from the tray. The 
follower and face compressor are so de- 
signed that the cards are always kept in 
a convenient working position. 


When cut to any desired account, a per- 
fect “V-shaped opening is made, the 
cards remaining open until the next ac- 
count is sought. The compressors are ad- 
justable, so that, when the day’s work is 
completed, the cards are held tightly in 
an upright position for safe storage until 
the next day’s work. 


THE MONROE CALCULATING 
MACHINE CO. The numbers are set on 
a flexible keyboard as on any standard 
adding machine and a simple Forward ac- 
tion of the crank Adds or Multiplies; an 
equally simple Backward action Subtracts 
or Divides. Every operation is direct. 

The Monroe Two-Way Mechanism 
makes all figure-work easy and mechani- 
cal. The brain power of your business is 
conserved for the constructive policies 


and not wasted in needless figure drud- 
gery. 
The Monroe should not be confused 


with the ordinary adding machine. Add- 
ing is but a small part of its functions. 
It is a wonderfully flexible combination 
of a calculator and a standard adding 
machine reducing to a simple mechanical 
process any figure-work known to pencil 
and pad. 


THE SMART ADDRESSING MA- 
CHINE CORPORATION demonstrated 
their Standard Addressing Machine with 
Post Card Attachments. One of the sam- 
ples of work performed was a post card 
of the month of December containing day, 
names and number dates in calendar 
alignment. The company has issued a 
folder describing the machine as well as 
the Standard Post Card and Tag Attach- 
ments, Metal Cabinets, Metal Drawers and 
Samco Flexible Typewriter Stencils and 
Frames. The company’s addressing ma- 
chine is operated by hand and is arranged 
to skip, duplicate or repeat without addi- 
tional attachments, its capacity being any- 
where from 1,000 to 1,200 envelopes per 
hour. The stencils can be seen and read 
before going into printing position, and 
fed automatically; it is not necessary to 
have these cut outside of anyone’s office, 
for they can be cut on any typewriter 
without any additional attachments. 


THE TODD PROTECTOGRAPH. 
Exactly Model Check Writer, is the 
leader of the Todd line of check protect- 
ing devices. It is fitted with enduring 
Phosphor Bronze Type. The initial, or 
starting character, is the word “ Exactly,” 
which the machine writes automatically 
with the first turn of the operating lever. 
A new character, “ No Cents,” is a fitting 
complement to “ Exactly,” and completely 


“closes up” each line where the amount 
is in even dollars. 

_ The Todd ergtaaahs Co. backs up 
its system protecting the depositor as well 
as the bank upon whom the checks are 
drawn, <9 the three features, name- 
ly, alteration of amount, change of payee 
name and registration, by a policy under 
the Insurance Law of New York. This is 
gratis, and merely given as a confidence 
in the system. 


THE UNDERWOOD TYPEWRIT- 
ING CO. Bookkeeping machine for bill- 
ing is made with one register. It auto- 
matically adds the amounts of all items 
put on the bill, and subtracts such items 
as should be deducted, furnishing the net 
total of the bill. 


For wholesale ledger posting, an Under- 
wood machine posts to either a card or 
loose leaf ledger, keeps each individual 
account added to date, automatically ac- 
cumulates the total postings, thus secur- 
ing a proof of posting, and besides prov- 
ing the correctness of the addition or sub- 
traction of each individual account. It 
makes statements of open items as and 
when desired by the bookkeeper. 


For retail ledger posting, this Under- 
wood machine does all that the previous 
machine does, and in addition provided 
for the rendering of a statement to the 
customer at the same operation, under 
what is known as the Combined Plan of 
Accounting. 


Opposed to the combined plan is the 
dual plan of accounting, and this plan was 
beautifully illustrated by a moving pic- 
ture. Under the dual plan the ledger is 
made from the posting medium at one 
operation, and the statement made at an- 
other operation. If the automatic totals 
of the separate operation agree, there is 
positive proof that all work on both ledger 
and statement is correct even to posting 
to the CORRECT ACCOUNT. 


All Underwood Bookkeeping Machines 
were equipped with the Automatic Con- 
tinuous Proof Sheet or Journal. All ma- 
chines were motor driven, (a) adding and 
subtracting, (b) Carriage Return. All 
machines were equipped with attachments 
(Stock or Special) for producing the re- 
sults required by the Bookkeeping De- 
partment. 

This UNDERWOOD TYPEWRITER 
has an attachment for handling continuous 
strips of five hundred sets of orders or 


_ bills with eight or more copies of each 


bill. The operator does not handle the 
carbon paper in and out of each set of 
forms. The removal of a finishéd order 
blank with its copies from the machine 
automatically inserts the next set of forms 
and automatically loads the carbon. The 
time required to load carbons into sets of 
forms by hand varies with the number of 
pieces to be inserted, but the Underwood 
Fanfold Machine saves all of this time. 
Users report savings of three-fourths of 
the total time required on orders and bills. 


WALES ADDING MACHINE. It 
was our particular part of the working 
exhibit to furnish statements of cus- 
tomers’ accounts which, after being 
headed up, were run through on the Wales 
Visible Model No. 30 Electric. 

There were shown also the Wales Regu- 
lar Model Visible Adding and Listing 
Machines and Ledger Posting Machine. 


THE YAWMAN AND ERBE MFG. 
CO. display included a specimen battery 
of their Fire-Wall filing cabinets which 
are made with double steel walls inter- 
lined with asbestos to give a greater de- 
gree of fire protection than is ordinarily 


17 


obtained through the use of single wall 
steel or wood filing cabinets. In the cabi- 
nets were arranged credit record sys- 
tems, commercial report files and letter 
size credit folders such as installed in 
modern credit departments by the “ Y and 
E” System Service. : 

There was shown also the “ Y and E” 
Efficiency Desk which contained an ideal 


“arrangement of personal record systems 


for the Credit Manager, including credit 
rating and collection card indexes. The 
features of this desk which are particu- 
larly striking are the roller bearing drawer 
slides and the flexible arrangement of the 
desk partitions which make possible an 
endless combination of arrangements for 
individual needs. 

The Yawman and Erbe Mfg. Co. spec- 
ializes in systems for credit managers and 
claims to give a very definite service to all 
credit men, based upon the company’s 
forty years of actual experience in solv- 
ing record keeping and filing problems. 


PLANS FOR NEXT YEAR 


Great as was the interest created 
by the exhibit, it is believed that next 
year the interest will be greater. It 
is proposed to make an exhibit of 
systems typifying different lines of 
business,—the exhibit of devices, 
methods and forms for the retail 
grocer, for the small jobber, another 
for the large jobber. It is planned to 
go through the manufacturing in- 
dustry on this plan. Any point in 
the system not thoroughly under- 
stood can be readily demonstrated at 
the exhibit with the use of the office 
equipment. 

The equipment manufacturers 
gave the heartiest co-operation to 
the plan. Committees have been 
formed consisting of credit men and 
members of equipment firms who are 
already working out plans for next 
year’s exhibit. Excellent space has 
been secured in the Association 
Building on Main Street, which will 
be a most convenient location. It is 
probable that the exhibit will be held 
the latter part of October or early 
in November. 

A great many of the visitors to 
the exhibit have declared that they 
learned a great deal about office sys- 
tems and appliances in even a short 
visit to the exhibit. Firms as far 
away as Lockport, Tonowanda and 
Niagara Falls, visited the exhibit on 
successive days. 

The Credit Department Methods 
Committee consists of the follow- 
ing: H.F. Sanford, Chairman, Cor- 
rugated Bar Co.; E. J. Sturm, Miller, 
Sturm & Miller; George Stroman, 
Jackson & Tindle;, H. J. Fellows, 
The Fairbanks Co.; F. A. Worth, 
Spencer Kellogg & Sons; and C. H. 
Payne, T. & E. Cumpson. 

The Buffalo Association has ex- 
pressed itself as very greatly indebted 
to a number of the exhibitors for 
their hearty cooperation and sugges- 
tions in helping make the exhibit a 
success. 



















































































Our Methods 


How the Credit Department Does Its Work 


HROUGH meetings and 

conferences, the salesmen 

at the Home Office and 

Branch Offices are given 
instructions as to essentials regard- 
ing credits and collections, as con- 
cerns their work. A small manual 
on Credits and Collections is also 
furnished salesmen. 


At the time salesmen turn in or- 
ders from new customers, they are 
required to turn in also a “ Sales- 
man’s Report on New Customers” 
which, before it is filled in by the 
salesman, looks like this. 


SALESMAN’S REPORT ON NEW 
CUSTOMERS 


If other than an individual, give names of 
partners, officers or proprietor. 


Business or occupation 
Ex 


enced or just beginning............. 
Your impression of his business............ 
Stock, large or small 

CMSs 5 o> 65 b> bobme dence di 
Good or bad condition..................... 
Has been buying from 


Salesman 


The order goes to an order clerk 
for checking as to price, quantities, 
grades of material, etc., and prep- 
aration for final approval by the 
Credit Department before going to 
the Shipping Department. The sales- 
man’s report on a new customer goes 
directly to the Credit Department, 
where it is immediately taken up by 
a clerk who consults the rating books 
of Commercial Agencies, gets in 
touch with references and banks, 
either by letter, telephone, or through 
one of our investigators (as the case 
may warrant). The clerk does any 
one or all of the things that may 
be necessary to ascertain who the 
customer is, what he has, and how 
he pays his bills—sufficient informa- 
tion to warrant the passing of the 
order and fixing the limit of credit 
the company desires to extend on its 
line of merchandise. The initial or- 
der is of course passed as quickly as 
sufficient information can be secured 
to justify the passing of it. After 
necessary data has been gathered, the 
essential features are summarized on 
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a “Summary” form shown here- 
with: 
SUMMARY 


Town & State.......... Report Date. . { Braa 
Proprietor 
Manager [ccccccccccccc tests etter 
Personnel, if Corp..Pres...... VW. BGR. ..ccces 
Secty..... PN n6p elem < 
PD. «canohvs0eb nese eene se 66e0S e450 
ee eee ee 
Commenced WesMass. .... ccc ccccccccccccces 
ON er ere 
Incorporated Under....... Laws. 


Date 
Authorized Capital. ..Subscribed & Paid In.. 
Owns Real Estate Valued at. .Mortgaged for. . 
Investment in Business...........--+++++55 
Value of Stock & Equip 
Chattel Mortgage for 
Banks with 


This form, with the data attached, 
is then examined by assistant credit 
men in cases up to $500, and the 
credit limit specified thereon. In 
cases of $500 and over they are 
passed on by the Credit Manager. 
They are then passed over to a 
typist, who prepares the “ Credit 
Card,” which is shown herewith: 

CREDIT CARD 


SERS? oc gions an cde ake cece 
ee eer 
Personnel, if Corporation 


Name 


bebidas ss ob eahe he bwedceae President 
i avs oe Ws 6400 oh be RS ee Vice-President 
vee baeedes «eS wed Seb edewbes Secretary 
Sih Chee dbase Coane SOhs enue Treasurer 
PE +i + c600 0sp ne s'ademendade hed abibede 
Estimated Worth: §$........ DUNS apse nes 
ORE © EPDM s cos vec ccccs Minas vssdes 
Special Report. Date........ MD o adsense 
led in Book No......... Nae 
Credit Allowed by Others: | eee eee 
Spiros weens eae er 
7 eR eee on terms of........ 
NE IIIs 5S och cccegcccsccesrboen 
Takes Discount 


Payment Prompt 
son 06's pea) 6ab ee pe emelt 
Other Information 


The reason I designate thin stock 
is because precisely the same routine 
is followed at Branch Offices as at 
the Home Office, except that the 
Branch Office, where we have a local 
Credit Man, is required to make up 
these cards in duplicate, retaining 
one for the Branch Office and for- 
warding one to the Home Office. 
Where we do not have a local Credit 
Man, the general credit department 
at the Home Office passes on the 
credits and sends a duplicate of this 
credit card to the Branch Office, 
which permits them to fill orders 
from their respective warehouses up 
to the limits fixed. The credit card 
is then filed alphabetically in a 
manila folder prepared with the cus- 
tomer’s name thereon. The detailed 


data may be permanently filed in 
either a scrap book or a vertical file. 
We take a page in qa scrap book and 
paste the tops of all sheets to this 
page from time to time as addi- 
tional data is secured; the page and 
book number always remaining the 
same for each case. We prefer this 
to the vertical filing, because it is less 
expensive. These books can be kept 
in a small room on shelves and do 
away with the necessity for buying 
a lot of expensive filing cabinets, in- 
dexes, folders, etc. 


After the order clerk has prepared 
the order for the Shipping Depart- 
ment, it is submitted to the Credit 
Department, where a clerk checks 
the order with the records, and puts 
on a stamp of approval if everything 
is O. K. If there are any exceptions 
they are called to the attention of an 
assistant who also examines or 
double-checks all of the orders. 
Special or irregular cases are called 
to the attention of the Credit Man- 
ager. If the order, for any reason, 


‘is held up or is to be rejected, the 


following “ Hold Up” form is im- 
mediately filled out and sent to the 
Sales Department, which cooperates 
with the Credit Department in ar- 
ranging satisfactory terms, or in fin- 
ally rejecting the order: 

HOLD UP 


Date 
Sales Department or District Office: 
EE ES, Saas och ce cess becevegeeres 
OS). ee received by Credit De- 
pees this date from 
il ss agile. 0 o Mek is being held for the follow- 
SR TORBOD 2nc sc cccccecccscccncceseesess 


As soon as this has been adjusted, you will be 
notified. 


TELE TERELEE Eee 


Our reason given above, is strictly confi- 
dential and is for your information only. 

When an order that has been held 
is released or rejected the “ Release 
or Rejection” form is immediately 
sent to the Sales Department. 


RELEASE OR REJECTION 
i = ac tds > ok oe eines ie +2. 


ES «5 3a ees held by Credit Depart- 
Wee HD Bc ces cceccccs 


is being (= eased i today. 


rejected 
If rejected, reason therefor.............--- 
Per 


Our reason given above, is strictly confi- 
dential and is for your information only. 

We have the ledger card system in 
our Bookkeeping Department. Post- 
ing is done on a special adding ma- 
chine, which enables the operator to 
prepare a statement concurrently 
with the posting of the ledger card. 















r 
i 
c 
U 
i 
I 
1 
( 
| 


MARCH, 1921 


Directly after the first of each month 
this statement is sent to our custom- 
ers, showing all transactions during 
‘the preceding month, or in other 
words an exact duplicate of our led- 
ger card. This statement is prepared 
in triplicate; one copy goes to the 
customer, the first carbon to the 
Credit Department and the second 
carbon to the District Office. The 
carbon coming into the Credit De- 
partment is now placed in the manila 
folder, above referred to, in which 
the credit card is located. On the 
top of this manila folder we have 
dates at five or ten day intervals and 
a contrivance of our own, which is 
set to indicate the date on which that 
case is to have attention. 


When remittances are received we 
make up in the Credit Department a 
deposit slip of our own form, on the 
original of which is listed in the 
usual manner cash and checks item- 
ized. We then remove the original 
and insert the carbon copies and op- 
posite each amount we place the 
name of the customer from whom 
the remittance was received. One 
copy of this goes to the posting clerk 
of the cash book and serves as a 
posting medium for that record. 
One copy is retained in the Credit 
Department and is turned over to a 
clerk whose duty it is to take out the 
respective folders and check the 
item on the carbon statement in the 
folder. When there are any deduc- 
tions or features that do not prop- 
erly check with the ledger record, 
“Questioned Deductions” form 
(shown herewith) is filled out in 
pencil, which together with the fol- 
der is referred to a clerk who inves- 
tigates all such discrepancies and 
when necessary refers it to a corres- 
pondent for attention. 

QUESTIONED DEDUCTIONS 


at the rate of 
for freight 

for cans 

= ee 


has been deducted from ‘the remittance re- 
in payment of invoice 


AMOUNT 


As remittances are received from 
districts where we have Branch Of- 
fices, we daily notify the particular 
district of the remittances received 
from that territory on a “ Remit- 
tances ” form shown herewith: 

REMITTANCES 
Dear Sir :— 
Please note the following remittances re- 


ceived today from customers in your district : 
(List of names and amounts) 


On receipt of the “ Remittances ” 
form, the District Office, which has a 
duplicate of the customer’s account, 
checks up its record, and in this way 
is daily advised of the exact condi- 


tion of every customer’s account. 
‘When a customer does not pay in 
accordance with terms, the folder, 
as above indicated, is automatically 
taken from the file at regular inter- 
vals for attention by a correspondent. 


From the above you will note you 
now have a complete record in your 
folder and on the credit card a sum- 
mary of the customer’s financial 
standing. You also have an exact 
duplicate of the customer’s ledger 
account. The cash is posted daily as 
received and a copy kept of all cur- 
rent correspondence on the subject 
of credits and collections, which 
leaves only one thing missing, which 
is the sales during the current month. 
This information is supplied by the 
invoice clerk, who prepares bills for 
customers, inserting an additional 
carbon copy which is turned over to 
the Credit Department and filed in 
the respective customer’s folder. 
From this you will see we have a 
very good record of every transac- 
tion with a customer at practically 
no additional expense but that re- 
quired for bookkeeping the accounts. 
The additional cost is merely the 
trifle involved in the cost of produc- 
ing an additional carbon copy of sev- 
eral records, reducing to a minimum 
any reference to or interference with 
the Bookkeeping Department. 

These files are regularly cleared of 
all inactive records, except the state- 
ment which is retained for several 
years at least, to give a good history 
of how the account has been taken 
care of, for credit-granting purposes. 
This feature alone affords great sav- 
ing from the usual methods of credit 
departments of large concerns where 
it is necessary to have a record of 
accounts in the Credit Department 
independent of the Bookkeeping De- 
partment. 

SYSTEM HAS BEEN TESTED 


We have been using this system 
for several years and we believe it 
has stood a pretty fair test. It is 
used in connection with a business 
that handles all classes of credit 
risks, including exporters, manufac- 
turers, wholesalers, jobbers, retail- 
ers and consumers, and covers local, 
national and world-wide business. 
Our losses, under the operation of 
this system, have amounted to prac- 
tically nothing, covering many mil- 
lion dollars worth of credits. We 
claim for it simplicity, thoroughness 
and inexpensfvéness in operation. 


Even Smallest Associations 
Can Serve Community 


Portsmouth, O.—Chas. W. Dupuis, 
president of the Citizens National Bank, 
Cincinnati, and a director of the National 
Association of Credit Men, addressed the 
Portsmouth association at a recent meet- 


19 
ing outlining particularly the advantages 
to be obtained in local association work. 
He stressed the point that even a small 
association can do work of great value 
to its own members and can be made an 
effective force in its community. It was 
a stimulating meeting from start to finish. 


Thomas Succeeds Bentley 


Tampa—The Tampa Adjustment 
Bureau held its election of officers at the 
Tampa Bay Hotel on February 2. Sixty- 
one mercantile houses of that city were 
represented by at least one man and in 
some instances more were in attendance. 
The gathering listened to a magnificent 
address on “ Optimism,” by Colonel Peter 
O. Knight. In the election of officers W. 
C. Thomas was named president to suc- 
ceed Frank Bentley, who has served since 
the organization of the association ten 
years ago. N. M. McLeren was elected 
vice-president to succeed Henry Snow, 
who was unable to serve further in that 
capacity. A. W. Perkins was named to 
succeed himself as second Vice-President. 
The entire directorate was re-elected by 
unanimous vote. 


Despatch from Albany 


Albany—The Albany Association de- 
sires to present THe Crepir MoNTHLY 
this notice of its recent evening meeting. 
The other “ A’s” have been monopolizing 
good space which Albany feels the ‘time 
has come to share! 


The meeting was held at the Fort 
Orange Club and was by way of an ex- 
periment for it was the first evening busi- 
ness meeting in several years—and one 
of the most successful in the history of 
the association. The guests of the even- 
ing were William Walker Orr, Assistant 
Secretary of The National Association, 
and editor of THe Crepir MontTuHLy, and 
Dr. John Whyte, director of the Depart- 
ment of Research of the National Asso- 
ciation of Credit Men and Secretary of 
the Federal Tax Committee. 


Following a brief reception and an ex- 
cellent dinner, Dr. Whyte gave the mem- 
bers, some seventy in number, a much in- 
formed talk on Federal tax problems, 
pointing out the defects of the present 
excess profits tax and explaining particu- 
larly the tax on sales which he felt would 
make an undesirable substitute. He ex- 
plained fully the conclusions of the Asso- 
ciation’s Tax Committee, and why it was 
advocating the undistributed earnings tax 
fos corporations. 


Mr. Orr’s address was devoted to pres- 

ent day conditions in the field of business 
as they affect the credit man and his work, 
and encouraged the feeling that the worst 
had been passed in business. He ex- 
pressed the opinion that business men 
should not be disappointed if the start 
toward better business were more or less 
halting within the next few months. 
, The meeting closed with a discussion of 
the San Francisco Convention, and the 
special arrangements for carrying the 
Eastern credit men there. 


Credit and Sales 


Huntington, W. Va—A recent meeting 
of the Huntington association was de- 
voted to a discussion of “ The Relation- 
ship Between the Credit and Sales De- 
partments,” led by W. S. Greiner and H. 
W. Fish. There was also a paper on 
“Good Letter Writing,” presented by D 
B. Kinkead. The meeting was well at- 
tended. 
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This cartoon, drawn by Merle Johnson, is 
part of the campaign of credit men to cause to 
be enacted in the various states laws that will 
make fire prevention a compulsory study in 
schools. 

The State of New Jersey already has in ef- 
fect a law to accomplish this important pur- 
pose. Upon this law are modeled the bills that 
are now being introduced in twenty states. 
These’ states are California, Connecticut, 
Idaho, Illinois, Indiana, Kansas, Maine, Mas- 
sachusetts, Michigan, Missouri, Nebraska, 


Oregon, Riinevivesia:” “ik Island, South 
Dakota, Tennessee, Texas, West Virginia, Wis- 
consin and Vermont. Similar efforts will be 
made in other states. The plan contemplates 
going to the public on this issue in every state 
whose legislature is in session at this time. 


The interest of credit grantors is so acute in 
fire prevention that our local associations of 
credit men, and in fact every credit manager, 
should be counted upon to get. behind these 
state campaigns. 


Fire Prevention 


Portland—F. 1. Finley, Chairman of 
the Fire Insurance Committee, says: 
“Make it a point today to start some- 
thing along the line of inspection and fire 
prevention that is really your own initia- 
tive. You will find that it will grow on 
you and you will realize more and more 
the importance and advantage of keeping 
your employees up on their toes on this 


At'a meeting of the Portland Associa- 
tion of Credit Men for which the Legis- 


lative Committee was responsible, C. C. 


Colt, vice-president of the First National 
Bank, spoke on the effect of legislation 
on business. William B. Layton spoke 
on “The False Statement Law,” outlin- 
ing the need for such a law at this par- 
ticular time. The evening’s music was 
furnished by Miss Harriet Leach, soloist; 
by Walter Jenkins, who led the meeting 
in popular songs during dinner, and by 
Darby’s Orchestra. 


Insisting on Insurance 


Milwaukee—The Milwaukee Associa- 
tion of Credit Men is actively campaign- 
ing among its members to get them to in- 
sist upon customers carrying sufficient 
insurance on buildings and stock. 

The association has also undertaken to 
make investigations for members as to 
the status of insurance companies, so that 
members and their customers will be pro- 
tected against unreliable companies. 


rw Sore 
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Tax Revision’ Requirements 


Authority on Taxation Addresses Republican Club, N. Y. 
Dr. Thomas S. Adams 


Chairman, Advisory Board, Bureau of Internal Revenue; Special Advisor, Treasury Department. 


WANT to ask your permission 
to graze around with a little 
miscellaneous theory, and then 
make one or two theoretical 

points, the application of which I 
shall try to bring home a little later 
in the discussion. 

The first of these 1s that any ra- 
tional discussion of taxation must of 
course begin with a discussion of ex- 
penditure. That goes without say- 
ing; but it isn’t, I think, sufficiently 
recognized that our tax problem, in 
so far as it depends upon expendi- 
tures and upon necessary expendi- 
tures, in greater part is conditioned 
by the expenditures of the future; 
not the expenditures of the past nor 
of the present fiscal year (which will 
be over before a new tax law can go 
into effect), but upon the relation of 
receipts to expenditures in the fu- 
tufe, primarily in the fiscal year end- 
ing June 30, 1922. I want to call 
your attention to some of the rela- 
tionships to be found in some of the 
estimates of that year. The Secre- 
tary of the Treasury, in submitting 
some of the various estimates, has 
laid down as his principle that it will 
be necessary in the future to levy 
four billions in taxes, that our bud- 
get must be built upon that assump- 
tion and that basis. Mr. Longworth 
has told us in the past what the ad- 
ministrative authorities on the Cap- 


itol Hill have done in the. way of’ 


cutting estimates. The Republican 
leaders have promised it, and are 
very sincerely and earnestly endeav- 
oring to cut those estimates to the 
bone. 

The Secretary of the Treasury has 
said it in more elegant phraseology, 
but I say, and we all say, “ More 
power to their elbows!” We can 
assume, therefore, that it is not 
necessary to provide for more than 
$4,000,000,000 of tax revenue. 

It so happens that the estimates of 
tax receipts, very conservatively 
made, allowing generously for 
shrinkage in income, shrinkage in 
profit, shrinkage in consumption for 
the fiscal year 1922, show probable 
tax receipts of $4,000,000,000, ex- 
cluding customs; or including cus- 
toms, on the basis of the present law, 
of $4,350,000,000. That is what the 
present tax law would yield, in the 


opinion of those men who are best 


qualified to speak about it, and - 


making large allowance for shrink- 
age. 

That $4,000,000,000 would be- 
come, if we would keep the present 


DEAN OF TAX EXPERTS 


Dr. Thomas S. Adams, who ad- 
dressed the Chicago Association of 
Credit Men at its meeting in the 
latter part of February, is the Dean 
of Tax Experts, and has the advan- 
tages of a trained economist. He has 
come up through years of teaching 
into positions giving him practical ex- 
perience in the application of taxa- 
tion gginciples. 

He™has been Professor of Eco- 
nomics at University of Wisconsin, 
University of Washington, Cornell 
University and Yale University; Ex- 
pert, Wisconsin State Tax. Commis- 
sion and later Tax Commissionér of 
Wisconsin; Advisor to Treasury 
Department since 1917 and Chairman 
of the Advisory Tax Board created 
by the Revenue Act of 1918. He has 
spent more years assessing and ad- 
ministering taxes than teaching in 
college. He is also the author of sev- 
eral books on taxation which have 
had wide circulation. 

Dr. Adams’ long and intimate con- 
nection with matters of taxation 
qualifies him especially to discuss the 
subject with authority, and has 
caused him to be recognized as the 
most competent representative in the 
country on this subject. 

ROY G. ELLIOTT, 


Chairman, Committee on Federal Taza- 
tion, National Association of Credit Men. 


tax law, which we are not to keep, 
$6,650,000,000 ; about $1,375,000,000 
from the miscellaneous excise and 
other taxes, other than income taxes, 
and about $350,000,000 from the 
customs duties, $4,350,000,000 in all. 
That would be sixty per cent. from 
the income and profits tax, forty per 
cent. from the other taxes. Or, put 
in another form—inasmuch as about 
three-fourths of the miscellaneous 
taxes other than income and excess 
profits taxes may, I think, fairly be 
called taxes which are visited upon 
the consumer—about sixty per cent. 
from income and excess profits 
taxes, about thirty per cent. from 
taxes which may fairly be called 
consumption taxes, and about ten 
per cent. from miscellaneous taxes 
such as inheritance tax, stock tax, 
etc. 


TAX REVISION DEMANDED 
Now, keeping general figures in 
mind, if you make those proportions, 
let us turn to the question of tax re- 
vision. That the taxes should be re- 
vised is the conviction of everybody ; 
and so far as I know, there has been 
no great difference of political opin- 
ion. The differences of opinion have 
rather been in parties than between 
parties. There is a universal agree- 
ment that one of the greatest evils 
is the high surtax. Our income sur- 
taxes rise to sixty-five per cent., 
which, with a normal tax of eight per 


‘ cent. makes 73 per cent., a tax im- 


possible to collect in times of peace. 
These tax rates to which I call your 
attention were protested against, not 
only by representative Republican 
leaders, but by the Secretary of the 
Treasury and continually by myself 
and Mr. Kitchin, despite the opposi- 
tion of the leaders raised on the floors 
of the two Houses on several occa- 
sions. 

I emphasize that only to call your 
attention to the fact that all those 
taxes are too high. Although they 
are working gravely evil results, al- 
though practically ninety per cent. 
of all the people who are best calcu- 
lated and best equipped upon the sub- 
ject agree unanimously that they are 
injurious and harmful and bad, 
although they threaten the very in- 
tegrity and success of the income tax 
itself, although that has been known 
and agreed upon,—the great problem 
is going to be to get them down to 
any figure within reasonable distance 
of the proper figure. It is not going 
to be possible. You will recall the 
measured and very careful words in 
which Mr. Longworth referred to 
this. You will see that he had this 
in mind, that there is going to be an 
exceedingly difficult, if not impos- 
sible, task to get them down as low 
as they should go. 

Furthermore, any loss in the rev- 
enue to be derived, any loss attribu- 
table to the reduction of the surtaxes, 
will be a good deal more than made 
up by the increased customs duties. 
That particular gap will be filled and 
will be more than filled by increases 
in protective duties which I regard 
as more or less inevitable. 
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' THE EXCESS PROFITS TAX 

The other grave evil in the tax 
system which needs correction is the 
excess profits tax. Here again there 
is almost unanimous agreement 
among business men that the excess 
profits tax shall be repealed. I take 
it that it will be repealed. On the 
other hand, it is interesting to note 
that those estimates of the Secretary 
of the Treasury which assigned 
$2,800,000,000 to the excess profits 
tax and the income tax, counted on 
only $450,000,000 from the excess 
profits tax. For the year 1918, it 
yielded close to $2,505,000,000, which 
is shrinking very, very rapidly; and 
we are not counting on that in the 
future. These estimates of the 
Secretary of the Treasury which are 
regarded as really obnoxious maxi- 
mum estimates assume only $450,- 
000,000 from an excess profits tax, 
and $350,000,000 additional from the 
collection of back taxes, about which 
in the normal order of things there 
~should be no difficulty, as they will 
in all probability be heavier than that. 


UNDISTRIBUTED EARNINGS TAX 


Here again, I come to a conclusion 
similar to that reached in connection 
with the reduction of the surtaxes, 
namely, that any of the substitutes 
which we more or less must have, 
will easily fillthe gap. I do not think 


it is a difficult job to fill the gap 


made by the abolition of excess 
profits tax. For instance, one or 
two associations have recommended 
a five or six per cent. additional in- 
come tax on corporations to take the 
place of excess profits tax. That 
would fill the gap. One or two other 
associations have recommended a tax 
on undistributed profits, to which 
Mr. Longworth referred. That tax 
could easily be imposed to make up 
that difference, and I point out here 
that we must have some equalizing 
tax of this kind on corporations. 

_ At the present time we have nor- 
mal income taxes rising to eight per 
cent., surtaxes under the income tax, 
and ordinary business concerns other 
than corporations are subject to these 
two things, subject to normal taxes 
and surtaxes. The firm of J. Pier- 
pont Morgan is a partnership, prac- 
tically, because he pays those normal 
tax and surtax figures rising to these 
very high figures. We shall reduce 
those figures, but I think it is safe to 
assume we shall not do away with 
the surtaxes altogether. 


EQUALIZING TAX NEEDED 


Now, if we abolish the . excess 
profits tax on corporations, the cor- 
poration will be subject only to cor- 
poration tax, and not surtax, whereas 
other competitive enterprises are sub- 
ject to the tax and excess profits and 
surtaxes. That should create what 


should prove to be, in practice, an 
irresistible demand for some equal- 
ization tax on corporations of that 
kind, conceived in a spirit of fairness 
and reason, but nevertheless imposed. 
Nor do I hear any great opposition 
to such a tax from the representa- 
tives of corporations. A similar tax, 
for instance, has been introduced in 
Great Britain, putting an equalizing 
tax on corporations, roughly or gen- 
erally equivalent to taxes imposed on 
other business enterprises. 


Up to the present time, therefore, 
and for the future, I see no enormous 
problem of revenue, (if I may say 
that with due respect, particularly 
when we recall once more the basis 
on which I am discussing this). In 
the minds of the Republican leaders, 
I hope they will prove directly, it is a 
swollen and unecessarily large basis. 

Coming to these miscellaneous 
taxes, we have such taxes yielding 
about a hundred million a year. We 
have taxes on transportation, bever- 
ages, cigars, admissions and dues, 


-fountain drinks and similar articles 


of food and drink, taxes on 
host of miscellaneous articles Of sale, 
automobiles, musical instruments, 
candy, jewelry etc., etc., included in 
that miscellaneous group to which I 
referred a few moments ago. 


With respect to that, there are 
taxes in that group that pretty nearly 
everybody agrees should be abol- 
ished. Here again, unless I am very 
greatly mistaken, I do not believe 
that the abolition is going to go a 
very great distance. The great 
yield, in this connection, is on 
tebacco. I do not believe that Con- 
gress is going to abandon the tax on 
tobacco; neither do I believe that 
Congress is going to abandon the 
tax on admissions; nor do I think 
they should abandon it. This is a 
personal opinion, (as doubtless a 
good many of the others are), and 
some of you may differ with me. 
There are in this list of miscellaneous 
excise taxes, as I said a moment ago, 
a number of taxes which by their 
rates, are relatively unfair. There 
are a number of taxes which are 
enforced and administered very in- 
efficiently. The amount of avoid- 
ance and evasion is very great, nor 
can it be collected or corrected with- 
out the expenditure of an amount of 
time and money, the use of a number 
of revenue agents which is out of all 
proportion to the importance of these 
taxes. In my opinion, a number of 
these miscellaneous taxes ought to be 
abolished. I thought they never 
should have been imposed. 


SALES TAX 


As to the proposed sales tax, it has 
been proposed in many forms and 
varieties, and there is a very great 


great 
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deal that may fairly and properly be 
said for it. Most of the speakers 
that follow me, and I fancy most of 
the people that I am addressing, are 
in favor of such a tax. I am 
opposed to it—not opposed in the 
sense that I think it is a vicious and 
bad form of taxation, not opposed to 
it under all circumstances. I can 
well conceive of situations in which 
I would be heartily in favor of it, 
but for the reasons that I have rather 
slowly come to, and those which I 
shall state in a moment, I do not be- 
lieve it is either necessary or called 
for at the present time. I have tried 
to point out from figures that it is 
not needed physically or financially. 
If introduced, it will come as an ad- 
ditional tax, an unnecessary tax. I 
have tried to talk tax theory to you 
in terms of figures. Now it has fre- 
quently happened that when new and 
good taxes have been invented, the 
taxes simply proved new and addi- 
tional taxes, that they simply made 
way for expenditures which would 
not otherwise have been made, that 
they will make relatively easy the 
passage of appropriations that would 
otherwise have been blocked. You 
gentlemen talk very properly (and 
any sensible man obviously would 
sympathize with you) about the 
necessity of economy. There is, of 
course, every necessity for it,—moral 
necessity because the lack of it cor- 
rupts public service in ways other 
than financial ways—necessity for it 
in a thousand directions, and in a 
thousand ways. But do you know 
the greatest practical effective check 
on public extravagance? It is the 
onerousness of taxes. Do you know 
how most quickly and most success- 
fully you can release the barrier that 
holds down public expenditure? It 
is to make facile and easy new taxes. 

A general sales tax, among its 
other virtues and advantageous qual- 
ities, would be relatively a simple tax 
to enforce and administer. I think 
it would be an inexpensive tax. I 
believe the item of expense would 
be in fact negligible. I don’t believe 
the tax would enforce itself. I be- 
lieve if we enforced this tax, it would 
add a considerable burden. I do 
not want to exaggerate, but I do not 
want to omit it. The addition of a 
general sales tax would create a mil- 
lion or a million and a quarter of new 
taxpayers to be watched. It is not 
necessary for the most part to watch, 
closely in any extensive way, the 
larger concerns, the fixed and estab- 
lished methods of doing business. 
The honesty of the taxpayer is very 
much greater than most people think 
or assume, but we have to think 
about this situation. What is now 
happening to these little fountain 
drinks taxes? What is happening to 
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the proprietary medicine taxes? 


They are being very widely evaded’ 


because of thé small, casual perhaps, 
kind of taxpayers that are subject to 
the taxation, and because of their 
lack of books and that sort of thing. 

If you get a general sales tax, 
(even though the method of adminis- 
tration would suggest that you 
exempt those sales not more than a 
thousand a month or five hundred 
dollars a month), you are going to 
have a wide body of taxpayers; and 
if you don’t want evasion, you must 
spend a considerable amount of 
money, and you must put a consider- 
able number of agents to supervise 
and check up those returns, and that 
would be an additional burden on the 
machine that ought not to be sub- 
jected to new burdens. 


UNFAIR ADVANTAGE OF COMBINATION 


Another point I personally cannot 
assure myself on: It is a fact that 
it would be imposed on each transfer. 
Now as business is organized today, 
there are frequently in competition 
single processed industries brought 
about by specialization, because some 
man can do one thing particularly 
well. That man is frequently in 
competition with industries that in- 
clude under one ownership several 
processes. 


Now I cannot for the life of me 
see, if in one of these lines of busi- 
ness the tax is to be imposed with 
each turnover, why that will not give 
a real premium to the combined in- 
dustry. I have, as I have frequently 
stated, no antagonism to combination 
if the thing proves its effectiveness, 
but I have very great reluctance to 
in any way putting a premium on 
combination. I think if we are go- 
ing to put a premium on, we must 
look at the matter judicially and im- 
partially, whatever may be your 
attitude toward this industry which 
includes under one management two 
or more processes. As you know, 
these developments of combinations 
make a very grave social problem. 
The larger the number of your small 
independent business men,—the 
larger the group of men so well rep- 
resented by farmers, so well repre- 
sented by repair men, small mer- 
chants etc., the healthier must be 
your economical and political life. 

The sales tax, moreover, as every 
other tax, is presente in very many 
different forms, and for different and 
conflicting reasons. J don’t think it 
is fair for an opponent to practice 
on that and attempt to make too 
much of it. It is perfectly natural 
and will happen to any tax that is 
being advocated by different people. 

Now for various reasons from the 
standpoint of the advocates, there is 
a great difference of opinion on the 


tax on the sale of merchandise. That 
is a good thing, but it has a very 
grave objection. It does not apply 
to many forms of business enter- 
prise, which should be taxed just as 
much and just as equitably as a man 
who sells clothes and commodities. 
I hate to bring in any suggestion of 
“ pointing the finger of scorn.” Yet 
it would be very difficult to apply a 
sales tax to bankers without being 
terrifically unjust, and yet, if it were 
not applied to them, they would be 
exempt. It would not touch the 
advertising in newspapers. It would 
not touch your plumber when he sent 
you a bill for $15 for an hour’s work 
which consisted of turning a little 
faucet here and another one there. 
Ir. other words, the tax on wares and 
goods and commodities ignores cer- 
tain types of business that have no 
sound reason for exemption. I have 
not the time to emphasize that fur- 
ther; but I want you to think about 
it, not in the sense of class animosity, 
but as the effect of a new tax. 


Finally, I have not referred to the 
principal argument that college pro- 
tessors are supposed to use. I have 
said nothing about shifting the tax 
upon the dear consumer! Let me 
call your attention to this: We 
have at the present time approxi- 
mately a thirty per cent. tax and we 
will have, in 1922, if we keep our 
present tax law, a per cent. almost 
or past forty per cent. That is not 
a lop-sided system which exempts 
the consumer and the masses. The 
consumer and the masses are paying 
a very large share direct, on the so- 
called consumption tax, to say 
nothing of that portion of the income 
and excess profits tax which is 
shifted upon them. It is a whole- 
some thing that everybody in the 
community should be called upon to 


_ pay taxes, but there is no reason why 


they should be called upon to pay 
more than forty per cent. on that 
basis. 


The sales tax as it now stands,— 
goods, wares and commodities,—is 
paid by the producer and is not im- 
posed in any way that the consumer 
or producer actually or consciously 
feel. 


It is frequently stated that the 
Philippine people don’t know that 
there is such a thing as a tax. I be- 
lieve it is a helpful and wholesome 
thing that the people should know 
they are paying some tax. Were 
this taken into account, I believe the 
fact would develop that we can get 
along physically easily without it, 
and if the Republican managers cut 
down the appropriation, just so much 
more € am led to my conclusion 
under the present circumstances that 
the balance tips against the sales tax. 
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Futile Shifting of Taxes 


Pittsburgh.—S. Leo Ruslander, at a re- 
cent meeting of the Pittsburgh Associa- 
tion, declared that the proper basis of the 
tax is the ability of the person to pay, 
and that this is not the principle of the 
sales tax. We all recognize, he said, that 
taxation is a complex subject, one in 
which we cannot hope for a complete 
consensus of opinion. All business men 
today are demanding the elimination of 
the excess profits and war profits taxes, 
and appear to think that with them gone 
our present difficulties will pass away; 
but such is not the case. There must be 
an income tax levied on business, and 
this being true, we shall continue to have 
with us that family of tax problems—de- 
preciation, obsolescence, amortization and 
depletion; and with the one exception of 
invested capital, these questions will be 
as important. under the new method as 
under the old.’ We must not relax our in- 
terest in and study of taxation. 

In the old days, when the educated 
made the laws, they exempted education 
from taxation; when the land owners 
were in power they exempted land; and 
when merchants and traders had the 
power they exempted business. But his- 
tory shows that these were foolish at- 
tempts, and we cannot shift the burden 
and escape. It is well, he said, therefore, 
that the National Association is giving 
due attention to this whole subject. 


Dr. Johnson on Price Level 


Rochester—Dr. Joseph French John- 
son, dean of the School of Commerce, 
Finance and Accounts of New York Uni- 
versity, spoke on the general subject of 
price level at last month’s meeting of the 
Rochester Association of Credit Men. 
He said that the rise in prices in 1919 
and previously had not been due to any 
rise in costs, but rather to (a) a wide- 
spread use of Liberty bonds as cash for 
buying mostly non-essentials, and (b) 
the tremendous credit expansion through 
the nation which had made possible the 
floating of the Liberty Loans. These two 
combined had sent prices skyward. 

He opined that by July, 1921, the price 
level will have become stabilized at about 
the levels of 1917, but that prices are not 
likely to go below the average at that 
time. The safe amount of credit, Dr. 
Johnson said, that can be used without 
undue expansion, is dependent first of all 
upon confidence, which is the bed-rock 
of all credits, and then on the size of the 
nation’s gold reserve. Today, he said, 
our gold reserve is approximately $2,785,- 
000,000, which is virtually what it was in. 
1917; and therefore it is fair to assume 
that when the deflation process, now in 
operation, ends, it will leave the general 
average of prices (which depend to a 
great extent upon the credit situation) 
on about the 1917 level. 

We have today an irregular situation, 
he said, some commodities having fallen 
below what they should be, notably cot- 
ton, rubber and silk. After July 1, with 
prices stabilized, merchants should gain 
confidence and resume operations, and 
then should be standing with their feet 
on the ground able to sell customers on 
time, and also to buy raw materials and 
start manufacturing. 

One of the problems facing industry 
today is to impress the working man that 
there must be wage reduction, which 
must take place without driving him into 
the ranks of the radicals. , 

Another interesting speaker at this 
meeting was Harold H. Kase, credit man- 
ager of the Taylor Instrument Companies, 
whose subject was “ The Moral Risk.” 





Diffida ai Farabutti! 


Indictment of Group of Sicilian Grocery Crooks a Warning to 
Those Who Fail Fraudulently 


Interview by J. K. Drake with 


C. D. West (**‘Zephon’’) 


Manager, Investigation and Prosecution Department; National Association of Credit Men 


FTER telling you last month 
about the roundup of fifty- 
A eight Syrians whose busi- 
ness methods were not up 
to the best standards of retail mer- 
chandising, I promised that I would 
give you another story of conspiracy 
involving a group of Sicilian mer- 
chants. The Syrians dealt exclu- 
sively in textiles; the Sicilians that 
I am going to tell you about dealt 
entirely, in groceries, including high- 
grade imported Italian delicacies. I 
might say in passing that whenever 
_I.have run up against one of these 
big conspiracies I find that all of the 
conspirators are the same breed of 
cats. This gives us a certain advan- 
tage in dealing with groups of 
crooked merchants. The investiga- 
tors who are put on the job need not 
be versatile linguists but need only 
know English and the language of 
the people they are investigating. It 
is perfectly natural that these con- 
spirators should take into their con- 
fidence only people of their own lan- 
guage and race because in this way 
they probably cut down the dangers 
of treachery among themselves, 
There seems to be an unwritten law 
of loyalty within the group. 

About two years ago, the attention 
of the Investigation and Prosecution 
Department of the National Asso- 
ciation of Credit Men was called to 
four Sicilian failures in Newark, N. 
J., involving a large sum of money. 
For a time it looked hopeless to get 
any information concerning them; 
but I noticed that these failures, like 
all other Sicilian failures which I 
had investigated in the past eighteen 
years, had always occurred after 
closing time Saturday, which would 
give them Sunday to make their get- 
away before creditors would dis- 
cover on Monday that they had de- 
camped. In each of these particular 
cases, a man who was a Sicilian and 
dressed as um prete, a priest, ap- 
peared upon the scene with the cred- 
itors who had assembled at the store. 
He seemed to be very much con- 
cerned as a creditor, having dis- 
posed, as he said, of sacramental 
wines to the now missing debtors, 
and was anxious to know what the 
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creditors were going to do towards 
their apprehension. On two occa- 
sions this apparently ecclesiastical 
gentleman went so far as to con- 
tribute to a fund that was being made 
up by the creditors to be used in 
apprehending the missing merchants. 
I had a special interest in this sup- 
posed prete because I know myself 
how it feels to walk around in a 
choke collar and long black cassock 
with a little book in my hand. It is 
one of my disguises. Not that we 
two had much physical resemblance, 
because this prete had a thick thatch 
of black hair on the top of his head, 
was lean in the face and body and 
looked as if his supply of macaroni 
was none too abundant. He did, 
however, have a good deal of dig- 
nity and showed the greatest anxiety 
about the loss he said he had sus- 
tained from the Sicilians. He also 
expressed a great deal of indignation 
that a man of his cloth should be 
treated in this manner by men of his 
own nationality in whom he had 
trusted. In the light of later infor- 
mation his performance gave us all 
a good deal of entertainment. He 
would go from one creditor to an- 
other rubbing his hands and making 
confidential inquiries as to what 
would be done in the matter and 
what steps would be taken to appre- 
hend the missing merchants. 


Incidentally I learned that there 
was an Italian in a suburb of New 
York, who might be able to give me 
some valuable information. After 
seeing the man he informed me that 
there was a very high-grade Italian 
gentleman in another suburb of New 
York, one of those born Europeans 
who have a double loyalty,—loyalty 
to the country of their adoption, of 
which they are honored citizens, and 
a loyalty to their honest compatriots 
who are contributing to the building 
up of this country. This type of man 
can always be counted on to the 
limit to help honest men and to as- 
sist in the discouragement of dis- 
honest men of his own nationality, 
frequently at great personal risk. I 
immediately visited the gengleman 
mentioned, at his home, and I must 
say that I was never entertained any 


better, nor in a more dignified way 
than I was after I related to him my 
work and the object of my visit. 
When I explained my case to him 
he told me that the prete I mentioned 
and described to him was one Mar- 
kasa, a member of the secret society 
of the Black Hand, la mano negra, 
who had served time in Sing Sing 
prison for attempting to blackmail 
and extort money from an Italian 
druggist in upper Manhattan. He 
told me I should class him as un 
farabutto, a crook, instead of a prete. 
In a short time, I had begun to 
gather a great deal of data through 
the cooperation of this Italian gen- 
tleman who assisted me by making 
diligent and cautious inquiry. 

THE HELPFUL SICILIAN JOBBER 

While continuing the search for 
this group of Sicilians whose head- 
quarters were in Newark, N. J., one 
of the members of the National As- 
sociation of Credit Men reported to 
us una bancarotta fraudolenta, a 
crooked failure,—in plain Zephon 
English a mechula,—which had just 
occurred at Schenectady, N. Y. A 
careful quiet investigation revealed 
the fact that three Sicilians had made 
a getaway with a large amount of 
merchandise, leaving creditors in the 
lurch to the extent of over $40,000. 
I came very near getting them by 
tracing certain long distance tele- 
phone calls. The fake prete Mar- 
kasa was on the scene the next day. 
After the getaway, our attention was 
called by the Providence Associa- 
tion of Credit Men to another large 
bancarotta fraudolenta which had 
just occurred. By careful tracing 
we located on a farm eight miles 
from Trenton, N. J., a barn full of 
highgrade Italian groceries and large 
quantities of imported cheese. At 
the same time we traced household 
effects and furniture of the Sicilians 
as being shipped from Providence, 
R. I., to Trenton, N. J., and we lo- 
cated the Sicilians who had stored 
this merchandise, living in the city 
of Trenton. When we took up the 
matter with the District Attorney, 
he said that it would be necessary, 
when we made the capture, to have 
someone from Providence present 
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to identify the parties. With this in 
mind I went to Providence and laid 
the matter before creditors and after 
due deliberation they decided that 
one of the creditors, a Sicilian, could 
probably furnish a man to do the 
identifying. They then took me 
down to see the Sicilian jobber cred- 
itor and he volunteered to furnish 
one of his men who could make the 
identification. As a precautionary 
measure I had laid the scene of the 
location of the merchandise and of 
the people as being at a point near 
the city of Philadelphia, Pa., be- 
cause I did not want to reveal the 
exact whereabouts. I made arrange- 
ments to have the party who was to 
make the identification go to the of- 
fice of the Philadelphia Association 
on the Monday morning following 
my conversation with the Sicilian 
jobber creditor. The man showed up 
on Monday morning at the appointed 
hour and had no idea where we were 
to take him. After a drive in an 
automobile across New Jersey to 
Trenton, on arriving at the house, 
we found it empty and the birds 
flown. But strange to say, we found 
one of the business envelopes of the 
Providence Sicilian jobber who had 
been so helpful to us. The envelope 
was postmarked in Providence a few 
hours after my conversation with 
him and addressed to the very crooks 
we wanted at their street number in 
Trenton, N. J. It began to look as 
though Zephon would fail in this in- 
vestigation. 

I then laid the facts before the 
Investigation and Prosecution Exec- 
utive Committee of the National 
Association of Credit Men and asked 
permission to spend all the money 
necessary to accomplish the unravel- 


ing of this far-reaching fraud. I 


. Was especially anxious to do so, be- 


cause the episode at Providence 
proved to me that there was a cap- 
orione, or master mind, although not 
necessarily the jobber who betrayed 
us. The Committee told me to go the 
limit,—the members of the National 
Association had to be protected 
against any further depredations 
from these farabutti. Immediately 
after getting the decision of the 
Committee, I went to a far Western 
city, where I employed an investiga- 
tor, who I believed under my direc- 
tion and instruction could be of ma- 
terial assistance in this case. While 
in that city I saw a good Italian 
friend of mine who gave me this one 
point: That any macaroni manufac- 
turer that I would run across who 
had money and seemed to be on 
Easy Street was a subject for me 
to work on. This was because it was 
a well known fact that since the be- 
ginning of the War, the macaroni in- 
dustry was one that had never made 
a cent. A prosperous manufacturer 
of macaroni could not have made the 
money out of his supposed business. 
I had had some years of experience 
with this particular Italian while act- 
ing as trustee of a large cooperative 
business owned by six hundred 
North of Italy people on what is 
known as Dago Hill in St. Louis, Mo. 
At that time the black handers had 
killed on Christmas Eve one of the 
leading Italian citizens of St. Louis. 
I felt perfectly safe in asking this 
friend for further advice. He re- 
minded me of the five Viviano broth- 
ers who had come to St. Louis from 
Italy eleven or twelve years ago, and 
who had had two of their children 
kidnapped by the black handers while 
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on the way to school. I had ren- 
dered some assistance in locating the 
culprits in Chicago. He told me that 
two of the brothers were now located 
in Detroit and three brothers in Chi- 
cago in the macaroni manufacturing 
business, and had become immensely 
wealthy. One penetrating look and a 
wink from him was more than suf- 
ficient for me to know where to look 
for my game in the present hunt. 
Just at this time I was ready to make 
a trip to the Pacific Coast when a 
telegram came from Toledo, O., to 
the National Association of Credit 
Men saying that una bancarotta 
fraudolenta had just occurred in that 
city. The Economy Wholesale 
Grocery & Baking Co. had gone 
broke, with liabilities of more than 
$85,000. I immediately sent one of 
my investigators and in a short time 
he located in a warehouse for Viv- 
iano Bros. of Detroit, Michigan, 
merchandise to the value of $43,000 
Moreover, a shipment supposed to 
be furniture made to Watertown, 
N. Y., proved to be merchandise 
from the Economy Wholesale Groc- 
ery stock. Also there were found in 
the possession of one Simon Ardu- 
inio of Detroit, merchandise to the 
amount of $2,950, and of P. Segesta, 
Detroit, valued at $1,125. This made 
a total of $50,075. Warrants were 
sworn out at once by the Post Office 
Inspector for these parties, who will 
all be indicted. My investigator on 
going to the warehouse found goo 
cases from which the names had been 
scratched off. But on one case he 
found the following: 

ECONOMY 


which strongly suggested that the 
other cases had all borne the name 
of the Economy Wholesale Grocery 
& Baking Co., Toledo, Ohio. The 
investigator called upon Viviano and 
made a demand for the merchandise. 
Viviano said he had bought and 
paid for this merchandise in good 
faith and that he had the paid and 
To our 
surprise he produced such a check. 
AN UNPAID PAID CHECK 

And the way he got the check is 
one of the smoothest pieces of trick- 
ery that I have run across in my long 
career of investigating commercial 
fraud. This was the way of it; 

It seems that Viviano drew a check 
to one of his tirapiedi, or subsidiary 
accomplices, whose name was Cu- 
simano, in the sum of $43,000 and 
went to the bank with Cusimano to 
identify him in order to get the check 
cashed. Cusimano endorsed the 
check, and passed it in. The two 
men stood there, Viviano engaging 
the teller in pleasant conversation. 
After having counted out the money, 
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the teller stamped the check “ Paid” 
as usual. In the meantime, Cu- 
simano, looking through the small 
bars of the teller’s cage (and prob- 
ably not thinking of the heavier bars 
that he may later have an oppor- 
tunity to gaze through), said to the 
teller : 

“Mio Dio! too mucha da mon’. 
Scareda to taka'so mucha in da 
street. Taka backa disa mon’ and 
fixa to maka depos’! You giva me 
backa da check.” 

This the obliging teller proceeded 
to do and Viviano and Cusimano 
presently left the bank in company. 
Undoubtedly, as proved by later 
developments, Cusimano handed the 
check which had been marked 
“Paid” to Viviano when they had 
got out of sight of the bank build- 
ing. 

ROUNDING THEM UP 

Just about this time the National 
Association of Credit Men was in- 
formed that a large fraudulent fail- 
ure had just been pulled off in De- 
troit, by a concern known as the 
Carlo Mannino Wholesale Grocery 
Company, involving a loss to cred- 
itors in excess of $100,000. I wired 
my man without delay to take up 
the case along similar lines and re- 
minded him of the Viviano Brothers 
Macaroni Co. at 2148-2168 Canal 
Port Avenue, Chicago. He had no 
trouble whatever in locating one 
shipment to Chicago on which the 
freight alone amounted to more than 
$950; in another warehouse in Chi- 
cago he located invoice price mer- 
chandise from the Carlo Mannino 
Wholesale Grocery Company in the 
amount of $41,952.98. He also found 
in the possession of Tony Aggozzino 
in Detroit, merchandise in the sum 
of $2,501.25, and real estate which 
had been bought from the proceeds 
of this deal and placed in the name 
of Tony Aggozzino in the sum of 
$15,000. This made a total recovery 
in this case of $60,454.23. Further 
investigation revealed that these Viv- 
ianos with their attorney and other 
interested parties had met in a large 
prominent club in the city of Chicago 
and schemed and devised the plans 
that were frustrated in this case. 

While we were in the thick of this, 
Chicago members of the National 
Association of Credit Men communi- 
cated by wire the information that 
another large crooked failure had 
just taken place. The merchants 
were known as Gagliardo Brothers, 
and owed their mercantile. creditors 
more than $125,000. An investigator 
was put on the job at once. One of 
the Gagliardo brothers is.somewhat 
elusive; but his attorney has agreed 
to his surrender within a few days. 
And I am just in receipt of a tele- 


gram, reporting that yesterday (Feb- 


ruary 1) in Chicago, the United - 


States Grand Jury returned indict- 
ments in the Carlo Mannino Whole- 
sale Grocery Company case against 
C. Mannino, Peter, Joe and John 
Viviano, Sam and Andrew Cusim- 
ano and Tony Aggozzino, and in the 
Gagliardo Brothers case, indictments 
against James, Joe, Frank and Steve 
Gagliardo, Dominik Lamedico, Joe 
Notaro, Carlo Tomasello and I. Da- 
mico. This makes a total of fifteen 
indictments, which gives the Investi- 
gation and Prosecution Department 
of the National Association of Credit 
Men pending today a total of 103 
indictments against commercial 
crooks yet to be tried. 


DEATH THREATS 


This work is being done in the face 
of attempted bribery and of threats 
intended to intimidate. Here is a 
sample of this kind of business. It 
was received by one of our investi- 
gators in a Western city as recently 
as February 1. It reads “ 
(investigator’s name), ——- Hotel, 
We will get you and your family if 
you dont stop right now.” The words 
are followed by crude sketches of a 
pistol, skull, bomb with burning fuse, 
cross bones and dagger dripping 
blood. 


MORE INDICTMENTS TO COME 


The fifteen indictments just re- 
ceived in Chicago are but a small 
proportion of those that we shall 
probably get in the near future. 
Such work as this will without doubt 
have a salutary effect upon these and 
other similar crooks, and will per- 
suade many of them that they can 
do better if they stick to legitimate 
business. It will also put heart into 
the straight merchant who often suf- 
fers from the ruinous competition of 
the crooked merchant. 


Ludlum Re-elected 


Philadelphia—David S. Ludlum was 

. re-elected to the Board of Directors of 

The Auto Car omeaaate Ardmore, Pa., at 
er: 


the annual stockholders’ meeting held Jan- 
uary 25. The Board was increased 
from seven to nine members. The other 
members are: John S. Clarke, Louis S. 
Clarke, Edwin A. Fitts, Walter W. Nor- 
ton, Walter T. Savoye, John C. Taney, 
Roscoe T. Anthony and J. Howard Reber. 


Address by Guy Emerson 


New Haven.—An unusually large audi- 
ence consisting of members of the new 
Haven Association of Credit Men assem- 
bled on February 9 fo hear a talk on 
“The Business Situation” by Guy Emer- 
son, vice-president of the National Bank 
of Commerce in New York. Mr. Emer- 
son’s touch with the banking and business 
world and his knowledge of the history 
of American commerce made his talk of 
particular value to the members. 


THE CREDIT MONTHLY 


Regular Meetings to Discuss 
Debtors 


Montana.—The Associations of Credit 
Men of Montana held a recent joint meet- 
ing of delegates at Butte, Mont., for the 
purpose of establishing a working agree- 
ment regarding the handling of cases of 
embarrassed debtors. This was to over- 
come a difficulty brought about by a mis- 
understanding as to the territory each 
local association should cover in its ad- 
justment operations. 

The purpose also was to plan a state- 
wide effort to bring about the making 
of assignments to Credit Men’s Associa- 
tions, inasmuch as members of the asso- 
ciation are as a rule those most inferested 
in the affairs of debtors. 

Another point discussed was the coming 
together of delegates of the various asso- 
ciations at least once every six weeks to 
exchange information on accounts, espe- 
cially accounts in weakened condition. 
This will be an extension of the plan car- 
ried on by the Butte Association of Credit 
Men, whose members come together once 
a week and discuss the names of mer- 
chants in which they are interested. The 
work of the Butte Association has 
brought results in increased membership. 
The roster of the organization has fifty- 
two names on it. The members expect 
to have, sixty on the rolls by June. 


Ottumwa Conference 


South Dakota—Iowa—The South 
Dakota and Iowa Credit Men’s associa- 
tions recently came together in conference 
at the Hotel Ottumwa, Ottumwa, Ia. 
There was a very cordial response to the 
efforts to bring together a large attend- 
ance, every association in the district, 
from Sioux Falls to the most easterly 
Iowa association, reporting present. 
Secretary Tregoe of the National Asso- 
ciation conducted a quiz and was the prin- 
cipal speaker at the meeting. 

Many of the departments of the credit 
man’s work were considered, and par- 
ticular attention was given to the moral 
risk, a timely subject under present condi- 
tions. The discussion was led by H. L. 
Boggs of the Associated Manufacturers. 
Peter Balkema, Manager of the Sioux 
City Adjustment Bureau, discussed the 
handling of the affairs of the insolvent 
debtor. 

As is usual at these state conferences, 
the Federal Reserve system came up for 
favorable review, this time under the di- 
rection of A. H. Edwards. “The Fire 
Wastes of the Nation” was treated by 
Lurton H. Stubbs of Stubbs Anderson 
Company, Cedar Rapids; and the subject 
of “Taxation in its Relation to Com- 
mercial Credits,” by J. S. Plaister, Rider- 
Wallis Dry Goods Company, Dubuque. 


Unpaid Bills: Higher Prices 


Tampa.—W. R. Fox, President, Fox 
Machine Company, Inc., Jackson, Mich., 
calls attention to a one-half page adver- 
tisement in a recent number of the Tampa, 
Fla., Morning Tribune, in which the 
Tampa Merchants’ Association urges re- 
tail purchasers to pay their bills promptly 
and “be square with the world.” One of 
the paragraphs says: “The simple truth 
of the matter is that unpaid bills mean 
higher prices, When a merchant gives 
long time credit to a great many people, 
or when he accumulates bad debts, his 
prices must be higher to enable him to 
meet his own obligations. He has to pay 
his bills promptly, whether you do or 
not. He cannot afford to lend money 
without interest. and you pay that inter- 
est in higher prices.” 





Membership Increasing 


Smaller Organizations Make Better Proportionate Showing 
Than Larger Organizations 


Lakewood Engineering Co., 


By R. W. Touzeau 


Cleveland, O. 


Chairman, Membership Committee, National Association of Credit Men 


LTHOUGH the country- 

wide membership has suf- 

fered considerably in the 

past few months, during 
which time our volunteer workers 
have been too confined to their desks 
to give much thought to anything 
outside of business matters, the 
present situation is very encourag- 
ing. Of course, the 130 affiliated 
associations of credit men have lost 
many hundreds of members since 
lat Summer when the national 
membership totalled 33,100. For- 
tunately, however, we have been ob- 
taining hundreds of new members 
whose applications offset the resig- 
nations. These resignations have 
been caused by concerns liquidating 
or combining with other firms, by 
the general policy of retrenchment, 
by the raising of dues by many of 
our affiliated organizations, and last, 
but not least, because our members 
have been too busy to give the nec- 
essary time to the matter of obtain- 
ing and retaining members. 

Credit men have been especially 
busy since last Fall, when the tide 
of business changed to such a marked 
degree. Although the majority of 
our members are almost as much 
occupied, they are now rallying loy- 
ally to the call issued by the National 
Membership Committee, which has 
called their attention to the impor- 
tance of obtaining and retaining 
members. 

Many members have been active 
in the work of preserving and en- 
Jarging the membership of our af- 
‘iliated organizations. They have 
spent many hours at their desks, 
after the day’s work has been done, 
dictating numerous letters to credit 
men throughout the country. Com- 
mittee members have journeyed to 
New York several times to confer 
with executives at the National Of- 
fice regarding membership work. 
The committee is determined that 
tegardless of the present business 
situation it will have a good report 
to make at the 26th annual conven- 
tion of the National Association of 
Credit Men to be held at San 
Francisco June 14 to 17 inclusive. 

National President W. F. H. 


Koelsch, who is also president of the 
New Netherland Bank of New York, 
is another volunteer who has done 
everything possible to help the mem- 
bership campaign. 

National Secretary-Treasurer J. 
H. Tregoe, too, has given liberally 
of his time to this phase of associa- 
tion work. Recently Mr. Tregoe 
wrote a personal letter to the presi- 
dent of each of our affiliated organi- 
zations, whom he urged to speed up 
the membership work in their re- 
spective cities. 

E. T. Holland, Chairman of the 
National Holding Committee, is de- 
termined to do his best to prevent 
resignations. He is sending letters 
to our volunteers, in which he dwells 
on the importance of every associa- 
tion having a Holding Committee. 
The purpose of such a committee is 
to prevent resignations. If a mem- 
ber fails to attend meetings he should 
be visited by the Holding Committee. 
If a firm sends in a resignation the 
credit man should be called on by the 
Holding Committee. 

When the Chicago Association of 
Credit Men recently raised the dues 
there were numerous resignations. 
Determined that these resignations 
should be checked and new members 
obtained, Samuel C. Osborn, Presi- 
dent of the concern that bears his 
name, and Chairman of the Member- 
ship Committee of the Chicago As- 
sociation, called a meeting of his 
workers and outlined his program. 
To-day- if a man resigns he receives 
eleven letters from eleven individuals 
who write on their business station- 
ery! In addition, the resignations 
are divided up among the Member- 
ship Committee, according to the 
workers who feel they have the best 
point of contact with the firm that 
desires to withdraw. The Member- 
ship Secretary of the Chicago Asso- 
ciation is also on the job. Chairman 
Osborn believes his workers will 
save at least 60 per cent of all resig- 
nations. Every prospect receives 
five different letters every two days 
from membership workers who dis- 
cuss the various advantages to be ob- 
tained through affiliation with the 
association. 


HOW CLEVELAND DOES IT 


The Cleveland Association of 
Credit Men is planning the most in- 
tensive membership campaign it has 
ever waged, and its plans are orig- 
inal enough to be worthy of being 
passed on to other associations. 
Cleveland has 1,400 members now. 
It is asked for 1,700 by June 1. That 
is “‘ going some,” but Cleveland pro- 
poses to “go” and here is the way 
it is going to do it. 

A membership committee headed 
by F. W. Smith of the W. M. Patti- 
son Supply Company, who was last 
year’s individual leader, has been or- 
ganized and is known as “ Organized 
Ball.” There are eight teams in this 
league, which has been facetiously 
nicknamed “ Smith’s Cough Drops.” 
Each team comprises four men and 
covers a certain geographical district 
of the city, although permittted to 
solicit outside its own district. 

Opposing the committee are the 
“ Outlaws,” led by J. E. Lander of 
the Telling Belle Vernon Company. 
All the members of the Association 
not. affiliated with the membership 
committee are automatically “ Out- 
laws,” and they have also been di- 
vided into eight teams corresponding 
with the initials of their names. - For 
instance all members whose names 
begin with A, B or C, belong to the 
ABC team. Other teams are: DEF, 
GH,IJKL, MNOP, QRS, 
TUVWXYZ and Out of Town. The 
Association has upwards of 200 non- 
resident members who comprise the 
eighth or “ out of town” team. Each 
team has a captain and several lieu- 
tenants who meet to plan ways and 
means of beating the “Cough 
Drops.” 

‘At each general meeting of the As- 
sociation the rivals report. There is 
a championship at stake in each 
“league” between the eight teams 
thereof, in addition to the “ World’s 
Series ” between “ Organized Ball ” 
and the “Outlaw League.” Each 
new member counts as a “Game 
Won.” 


S. B. Hibshman, of The Hibshman 
Bros. Co., one of the “ heavy hit- 
ters ” of the Membership Committee, 
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has offered a half-dozen pairs of silk 
hose to any man who wins twenty 
games for the Outlaws or fifteen 
games for the Committee. Will S. 
Campbell of The Cleveland Neck- 
wear Co., the leading sacrifice hitter 
of the circuit, is matching the hose 
with neckties, ‘while Chairman F. W. 
Smith, the “ Ban Johnson” of the 
outfit, has agreed to buy-a dinner for 
any man who will win more games 
by June 1 than he has won. All of 
which means that Cleveland will 
leave no stone unturned to go to the 
next National Convention with its 
quota reached. 

The leaders of the various teams, 
with the team names and the stand- 
ing of the clubs to date follows: 


ORGANIZED BALL. 
CITY LEAGUE. 


Team. - tain. Won. 
Diggers, F : . Dean, H. W. Johns Man- 
ville 5 


Roughness, H. V. Reed, the Root & Mc- 
Bride Co. 


Sluggers, E. 8. Sisson, the Pittsburgh & 
Ohio Mining Co. 
Benen, W. F. . 
Co. 
Toughs, G. A. Troppman, the H. Black : 
Co. 


8 


. Dawson, the Victor Brass 


Maulers, . F. Mullin, me Masters & 
Mullen Construction 
_ Chase, “the Sears 


OUT-OF-TOWN LEAGUE. 
Canton, J. D. —. the Hoover Suc- 
tion Sweeper 
; cen the Summit Whole 


OUTLAW LEAGUE 
G. H. Art Hane. the Sundstrand Adding 
Machine . Co 
A-B-C, R. E. Bixby, the O. S. Hubbell 
-Printin Co. 
. G. Ihsen, the Hubbs & Howe 


R. 
“Lakewood Engineering Co 
Out-of-Town - é 
Q-R-S, R. L. Randolph, the Randolph = 


M-N-O-P, Heber Outland, the Cleveland . 

Metal Products Co 

D-E-F, W. E. Francies, the Berg-Clark 

Electric Co. 

Many of our smaller organiza- 
tions are making better proportionate 
showings than the larger associa- 
tions. Their percentage of resigna- 
tions is smaller and the percentage 
of new members is larger. 


The Wheeling Association of 
Credit Men recently obtained 45 
new members in three days. En- 
couraged by the success already 
made, the membership committee of 
this progressive West Virginia or- 
ganization is working to go over the 
top. 

PUBLIC RECOGNITION 

The National. Association of 
Credit Men is receiving a wonderful 
amount of publicity these days. 
Since November 1 there have been 
received 900 clippings from various 
daily, weekly and. semi-monthly 
newspapers, trade periodicals and 
technical publications telling about 
the work being done by our various 
national committees. More than 
thirty editorials have been published 


in leading daily newspapers praising 
the attitude of this association on im- 
portant questions. The speeches de- 
livered by our officials have been 
published in daily papers every- 
where. Hyindreds of editors have 
printed extracts from the General 
Letter containing a review of busi- 
ness, financial and economic condi- 
tions written by Secretary-Treasurer 
Tregoe every month. The latest 
number of the “ Credit Man’s Diary 
and Manual of Commercial Laws” 
and special articles in current issues 
of THe Crepit MonTHLty have also 
been given recognition. 

The finest piece of publicity ever 
received by the National Association 
has been presented by the Saturday 
Evening Post, which devoted many 
pages recently to the results accom- 
plished by our National Investiga- 
tion-Prosecution Department, of 
which C. D. West (“Zephon”’) is 
manager. 


What is being done by the For- 
eign Credit Interchange Bureau was 
dwelt on at length in a recent num- 
ber of Printer’s Ink, which pub- 
lished an article by B. B. Tregoe, 
manager of this bureau, entitled 
“The Three C’s of Export Trade.” 
Many leading daily newspapers also 
have featured the work of the For- 
eign Credit Department recently. 

Another article that appeared in 
Printer’s Ink on Feb. 3 was written 
by one of our executives who toid 
of “ The Credit Men’s Recommen- 
dations On How to Reduce Cancel- 
lations.” 


The purpose of mentioning the 
publicity received by the Association 
is simply to point out that the lead- 
ing publications in the country are 
boosting the work of the National 
Association of Credit Men. This 
significant fact should be borne in 
mind by our membership boosters. 
It does no harm to refer to these 
articles in obtaining and retaining 
members. Manufacturers, whole- 
salers, jobbers and bankers should 
be proud to support an association 
whose work is commended so exten- 
sively by the press. 

Although we have regular mem- 
bership committees, every member 
of the Association should be a mem- 
bership booster. We rely on mem- 
bers who are not on the membership 
committees to aid our campaign. 
That is why THe Crepir MonTHLy 
is allowing the membership depart- 
ment so much valuable space. If we 
did not expect our members at large 
te be boosters we could send this 
message to the comparatively small 
number of men serving on the mem- 
bership committees. 


OF WHAT USE IS UNUSED MACHINE? 
Many members resign because 
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they do not know the numerous ad- 
vantages to which they are entitled 
through affiliation with our Associa- 
tion. These are members who do 
not attend the meetings; think they 
are too busy to read our literature; 
or were not really sold on the asso- 
ciation originally, having become 
members, perhaps, because some 
friend requested them to join. For 
the information of volunteer work- 
ers and those members who wonder 
what they get for their dues, as well 
as for prospective members, a new 
circular letter has been prepared 
wherein sixteen distinct privileges to 
which members are entitled are out- 
lined. A copy of this new letter may 
be obtained on request. Member- 
ship in our association might be com- 
pared to an adding machine, a type- 
writer, a mimeograph, a multigraph 
or any one of a hundred other things 
—it isn’t worth a nickel unless you 
use it. When a man once uses the 
facilities of our affiliated organiza- 
tions he is sold for life. 


Writing to the National office re- 
cently, a well known credit man said: 
“TI am an active member of several 
business organizations, but there is 
none that gives as much for the 
money as does the National Asso- 
ciation of Credit Men. If our credit 
men had to pay more dues perhaps 
they would appreciate our Associa- 
tion even more than they do. I think 
the dues should be increased.” 


The large losses incurred by some 
associations of credit men following 
the. increasing of dues would not 
have occurred if the members had 
been fully sold on the merits of our 
organizations and had availed them- 
selves of the privileges offered them. 
On the other hand, there are many 
firms that would remain in the Na- 
tional Association if the dues were 
ten times as great as they are to-day. 
These are the members who are us- 
ing our service bureaus regularly. 


MEMBERSHIP WORK NEED NOT TAKE 
MUCH TIME 


Some of our workers do not even 
think for more than a moment of 
trying to retain and obtain members 
because they fear the work will take 
too much time. Very little time is 
really required. The days of hold- 
ing short, snappy drives are over. 
No longer are our associations re- 
questing men to devote two or three 
entire days to the work. The Na- 
tional Membership Executive Com- 
mittee last November issued a state- 
ment in favor of steady, continued. 
persistent effort. If every member 
of this association would give even 
as little as twenty minutes a day to 
membership work the results would 
be astonishing. It is not a difficult 
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task to drop in to see’ some fellow 
credit man during the lunch hour or 
after business hours and talk to him 
for a few minutes about the advan- 
tages to be obtained through par- 
ticipating in our activities. The 
writer has seen men sold and sold 
thoroughly on our proposition in ten 
minutes. It is not asking a great 
deal to call for volunteers to dictate 
a letter once in a while, outlining our 
work to a prospect. It is not much 
of a sacrifice to drop in and tell a 
man why he should remain in the 
fold instead of resigning. Our mem- 
bership workers should remember 
that the addition of every new mem- 
ber makes our Association just so 
much more valuable to them. 

“Let George do it.” That is the 
attitude taken by some members who 
think that the paid secretary or the 
honorary president should get all the 
members, retain all the members 
and do all of the work. Our organ- 
izations are not conducted for the 
benefit of the paid workers. The 
average paid secretary has more than 
he can do. He has even less time to 


give to membership work than has 
the member. In addition to his daily 
routine, he must attend all the gen- 
eral meetings, executive meetings, 
committee meetings, etc., many of 
which are held in the evening. 


The average member who is well 


acquainted with the work of an asso- 
ciation of credit men has a much bet- 
ter chance of securing new members 
than has the paid secretary. When 
a paid worker approaches a prospect 
the latter usually thinks that the sec- 
retary is soliciting his membership 
because it is a matter of dollars and 
cents to him personally. Some peo- 
ple even think the secretaries are 
working on a commission basis. But 
when a credit grantor is approached 
by a fellow credit man and is told 
what the association is doing for 
credit men, the reaction is quite dif- 
ferent. While the paid secretary 
holds an important position and the 
success of the association in some 
cases largely depends on his work, it 
should be remembered that our. or- 
ganizations are co-operative. Join- 
ing an association of credit men is 
quite different from subscribing to 
a mercantile agency, when you nat- 
urally expect no further responsi- 
bility than paying your fee; and, in- 
cidentally, there is quite a difference 
in the amount of money paid mer- 
cantile agencies and the small sum 
subscribed to our organization. 
Membership workers should re- 
member that their duty does not end 
in selling a prospect. They should 
invite their new fellow members to 
the meetings, introduce them to the 
other members and make them feel 


that they are a real part of the organ- 
ization. If this is done and the mem- 
ber attends the meetings there should 
be no need of the Holding Commit- 
tee trying to prevent resignations. 

Our volunteers will do well to re- 
member that we prefer quality to 
quantity. In other words, we want 
members who are really eligible and 
who will be a pride to our associa- 
tion. And we do not want people 
to join because they think they are 
philanthropists and are aiding a 
‘worthy charity. Membership in the 
National Association of Credit Men 
can be and should be sold strictly on 
its merits. 


Food; Music; Law; Cotton; 
Business 


Los Angeles—Popular and successful 
are synonymous words when it comes to 
talking about the monthly meetings of the 
Los Angeles Credit Men’s Association. 
On January 20 at the Broadway Depart- 
ment Store there were 317 interested 
members assembled for the monthly din- 
ner and program. The largest previous 
record was 318. 


After the Vassar Girls had opened the 
program with some excellent music, F. C. 
DeLano, secretary of the Los Angeles 
Board of Trade, led an interesting discus- 
sion upon “ Adjustment Bureaus.” Many 
questions were asked him by the members 
and this proved intensely interesting. 

W. T. Craig, legal adviser for the Los 
Angeles Wholesalers’ Board of Trade, 
opened up a question box on “Legal 
Kinks,” in which everybody took part. 
Mr. Craig answered “all comers” in a 
very able manner. 


To liven up the occasion, Hugo Kirch- 
ofer, song leader from the camps of Eu- 
rope, led some singing of patriotic and 
old-time songs in which all present ex- 
panded their lungs, let out their voices 
and exhibited some real pep and ginger. 

The members then were in excellent 
condition to listen to a very able address 
by J. Dabney Day, vice-president of the 
First National Bank of Los Angeles and 
formerly of Dallas, Tex., who spoke on 
“Cotton,” and dwelt upon its importance 
‘in the export trade. He said that the 
largest crop ever known was that of the 
past season. It caused an over-produc- 
tion; and the failure to place orders from 
abroad was largely instrumental in caus- 
ing the present slump. The problem at 
present demands the thoughtful attitude 
of economists and bankers. Cotton could 
be stored and utilized here in Los An- 
geles, and he made a plea for the co-- 
operation and confidence of the business 
men during this cotton crisis. 

J. K. Baillie, financial editor of the Los 
Angeles Express, gave a business survey 
of conditions in Southern California. 
During the last several months about 
1,000 people have been interviewed in 
about 16 or 17 major industries. The re- 
sults in four lines of business were re- 
viewed. Information was obtained 
through question and answer, and the re- 
sults brought out many interesting phases 
of the ‘age a economic conditions. He 
stated that there was no occasion for pes- 
simism but instead there is a real basis 
for optimism for this year. Business ac- 
tivities were going ahead and under care- 
ful foresight and good business judgment 
the present year ought to be a good one 
commercially. 
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A St. Louis Bouquet 


St. Louis—G. F. Bentrup, Secretary, 
St. Louis Association of Credit Men, 
quotes the following from a letter from 
Henry Heil Chemical Company: “ The 
writer has been receiving THE .Crepir 
MonTHLyY and wishes to congratulate the 
publishers, as it is a splendid journal for 
any business man. It contains a great 
deal of valuable information.” 


House Bill to Permit Partial 
Payments by Railroads 


Pittsburgh—tThe Pittsburgh association 
has gone on record in favoring a bill now 
before the Senate and House at Washing- 
ten, empowering the Secretary of the 
Treasury to make certain partial pay- 
ments to railroads of moneys due them. 

The bill is to set aside the rule of the 
Treasurer against partial payments to 
railroads—a ruling which has resulted in 
holding up payments of due accounts, 
stopping of railroad purchases, creating 
unemployment and additional payment 
for credit. 

The bill is before Congress as H. R. 
15551, introduced by Hon. Samuel Wins- 
low of Massachusetts. 


Turned-Down Lists 


St. Paul—The turned-down lists issued 
by the Credit Interchange Bureau and the 
subject of financial statements were ques- 
tions before a recent meeting of the St. 
Paul association. It was pointed out that 
these subjects are of unusual importance 
right now, and that the turned-down list 
should be made up as promptly and 
fully as possible. The list would prevent 
losses by giving warning of likely changes 
in the position of debtors. 


C. D. Maclaren of Farwell, Ozmun, 
Kirk & Co., speaking on financial state- 
ments, advised that special care and 
judgment must be exercised in consider- 
ing thé financial statement and that a 
statement should be insisted upon from 
all to whom extensions are being given. 
In this he was sustained by Z. H. Thomas 
of Guiterman Bros. and Charles Lavalle 
of Gotzian & Co. The latter said it should 
now be possible to obtain a larger pro- 
portion of statements than heretofore and 
to insist upon greater care in their prep- 
aration. 


Prof. Dowrie of the School of Business 
of the University of Minnesota, speaking 
as an economist on business conditions as 
seen by an outsider looking in, declared 
that the turn in business conditions came 
in the middle of the summer when people 
suddenly realized that prices had in- 
creased far more rapidly than incomes. 
Then the pyramid of prices we had been 
building up began to fall and with it came 
unemployment and a lowering of wages. 
Now the difficulty is that businéss is out 
of gear—some things down, some things 
still up, some commodities thoroughly de- 
flated, others far from deflated—and busi- 
ness will not improve until an even level 
has been reached, probably in June or 
July. 


W. R. Olsen, who had served the asso- 
ciation for three years as secretary-treas- 
urer, has resigned because of increasingly 
pressing duties in his concern. George C. 
Power of the St. Paul Electric Company, 
who is well qualified to succeed Mr. Ol- 
sen, was elected secretary-treasurer. 





LTHOUGH it has been in 

existence only a _ few 

months, the newly organ- 

ized National Transporta- 
tion Committee of the National As- 
sociation of Credit Men, formation, 
of which was authorized at the At- 
lantic City convention, is already 
functioning efficiently. It is now 
actively engaged in the constructive 
work of handling such transporta- 
tion matters as affect the credit de- 
partments of manufacturers, whole- 
salers and jobbers. 

At the request of National Pres- 
ident W. F. H. Koelsch, the affil- 
iated organizations of credit men are 
now naming committees on transpor- 
tation to co-operate with the Na- 
tional Transportation Committee. 
Copies of the minutes of the meet- 
ings of this body have been sent to 
the various affiliated committees. 

Although there are several other 
organizations that deal with trans- 
portation problems, the National 
Transportation Committee is not 
duplicating the work of these sim- 
ilar bodies, but is concerned with 
transportation matters only as they 
affect credit men. The secretaries 
of these various transit associations 
have expressed a cordial desire to 
co-operate with the credit men’s 
committee. The personnel of the 
National Transportation Committee 
is comprised of practical men who 
have made a life study of transpor- 
tation and who are also active on 
similar committees of other associa- 
tions. Harry G. Moore, of Peoria, 
Ill., is chairman of the committee 
and A. P. Williams of New York 
City, is chairman of the executive 
committee. 

STANDARD FORMS 

Appreciating the importance of 
using standard forms which show 
the information required by the car- 
riers in connection with the adjust- 
ment of claims and the tracing of 
freight, the attention of credit men 
is called to the fact that failure to 
supply such data to the proper au- 
thorities results in delays that are 
most annoying. One of the largest, 
as well as one of the most rapidly 
increasing expenses of modern busi- 
ness, is found in transportation 
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Transportation Problems | 


Committees Appointed to Deal with Claim Filing and Use of 
Order Bill of Lading 7 


By Arnold A. Mowbray 


Secretary, National Transportation Committee, National Association of Credit Men 


claims, although the full measure of 
this expense is not always indicated, 
because much of the expense of col- 
lecting transportation claims, such as 
postage and time of employees look- 
ing up records, is concealed in the 
general expenses of the business. It 
is impossible to allocate the actual 
expense with any degree of cer- 
tainty. A very large amount of un- 
paid claims is carried on the books 
of business concerns for long 
periods, without any interest or re- 
turn. 

Many people appreciate the neces- 
sity of furnishing the desired infor- 
mation, but there are very many who 
do not know just what information 
is desired. Some very interesting 
and useful data on this subject can 
be obtained from the “ Credit Man’s 
Diary and Manual of Commercial 
Laws for 1921,” which is issued by 
the National Association of Credit 
Men. Those members who have not 
procured a copy of this valuable 
book can obtain similar information 
from their chamber of commerce or 
board of trade. Owing to the lack 
of space, we regret being unable to 
reprint some of the suggestions con- 
tained in the “ Diary.” 

The use of the order bill of lad- 
ing covering carloads should be con- 
fined to those shipments where the 
consignee is required to pay for the 
goods before obtaining them from 
the carriers, in other words, where 
goods are sold sight or arrival draft 
with bill of lading attached. Some 
shippers use the order bill of lading 
for the purpose of retaining control 
of the goods until the goods are 
ready for delivery to the consignee 
or to the notify party. Again, ship- 
pers will consign goods to their own 
order at destination and endorse the 
bill of lading to a consignee who fails 
to notify the carrier that upon the 
arrival the car should be delivered 
to him; such cars are unnecessarily 
delayed at destination. 

If a shipper desires to retain title 
to the goods it is not necessary for 
him to consign them to his order, but 
merely to consign them to himself in 
care of the consignee to whom he 
wishes them delivered. If, for any 
reason, he does not wish to show the 


consignee in the bill of lading, he 
should merely consign the goods to 
himself and promptly notify the con- 
signee how the car is consigned and 
send him the bill of lading. 


The practice of consigning goods 
to order, even where there is no 
banking transaction, is an old one 
and a great many shippers are fol- 
lowing a custom which has prevailed 
for years without knowing why or 
having any good reason for doing so. 
In many cases, the shipping clerk is 
merely following precedent without 
knowing why. This practice should 
be discontinued and _ shipments 
should be consigned to the order of 
the shipper only in cases where it is 
the intention to use the bill of lading 
as collateral or for collection pur- 
poses. 

The carriers should be assisted by 
the shippers in getting rid of im- 
proper practices, particularly where 
such practices will not only result in 
less car delay, but in better service 
to the shippers. Credit men are 
urged to look into this matter and en- 
deavor not only to regulate their own 
shipping in the respect suggested, 
but to use their influence whenever 
they can to induce non-members to 
discontinue the use of the order bill 
of lading except in those cases where 
it is to be used as the basis of a 
banking transaction, for it must be 
obvious that any unnecessary delay 
in the delivery cars should be 
avoided in the interest of better ser- 
vice as well as car supply. 


Resolution Sent N. Y. 
Governor 


Syracuse—Economy in governmental 
administration and law enforcement were 
urged in a resolution adopted by the Syra- 
cuse association at a recent meeting and 
forwarded to Governor Miller at Albany. 
The resolution also referred to the 
“crime wave” sweeping over the State 
and nation and urged that the State Ad- 
ministration take action to meet this seri- 
ous situation. 

The meeting was in charge of the a 
islative Committee, of which Charles P. 
Wortman is chairman, and the speakers 
were M. C. Wright, of Oswego, formerly 
a member of the bench, whose subject 
was “ Bankruptcy,” and Leland G. Davis, 
of Cortland, who discussed “ Business 
Honesty.” 





Secretaries Rub Elbows 


First Annual Conference of Credit Association Secretaries 


By J. H. Tregoe: 


Secretary-Treasurer, National Association of Credit Men 


HE experiment made in 

February of bringing to- 

gether in New York the 

Secretaries of local asso- 
ciations of Credit Men proved to be 
an inspiring success; from the most 
recently appointed secretaries to 
men of long successful experience 
like Mr. Whiting of Boston and Mr. 
Longacre of Philadelphia, one and 
all demonstrated their enthusiasm 
for the idea of an annual conference 
of secretaries. 


The conference lasted only one 
day, but a close schedule was ad- 
hered to. Three brief addresses 
were made in the morning and three 
in the afternoon and each address 
was followed by a quiz and round 
table discussion. The two sessions 
were held at the Hotel Astor. 


President Koelsch of the National 
Association in a word of welcome 
to the assembly sounded a note of 
optimism and asked the secretaries 
to boost in every association the an- 
nual convention of 1921 to be held 
in San Francisco. 


SUBJECTS DISCUSSED 


Daniel W. Cauley, secretary of the 
Cleveland association described in a 
spirited manner the qualities re- 
quired for efficient secretarial work. 
E. B. Moran, manager of the Cen- 
tral Credit Interchange Bureaus ex- 
plained how these qualities may be 
developed. J. G. Romer, secretary 
of the Milwaukee association spoke 
of the responsibilities of a secretary 
to his members. 

In the afternoon Ira L. Morning- 
star, Baltimore secretary, spoke on 
the 1esponsibilities of the secretary 
to his committees. The address of 
J. F. O’Keefe, secretary of the Chi- 
cago association, was on the subject 
of the responsibilities of the secre- 
tary to his community. Herbert A. 
Whiting, secretary of the Boston as- 
sociation, outlined the responsibili- 
ties of the secretary to the National 
Association and emphasized above 
all things the necessity of loyalty to 
and co-operation with the National 
office. 

The New York association was 
the host of the visiting secretaries 
at luncheon at the Hotel Astor and 
Mr. Alexander, secretary of the New 
York association, presided at both 
morning and afternoon sessions. The 


secretaries present were the follow- 
ing: Allentown, J. H. J. Reinhard; 
Albany, Charles R. Parks; Balti- 
more, Ira L. Morningstar; Boston, 
H. A. Whiting; Buffalo, H. C. Fer- 
rell; Charlotte, Mrs. M. M. Sifford; 
Cincinnati, R. M. Byland; Cleveland, 
D. W. Cawley; Chattanooga, C. P. 
Haemsch; Chicago, J. F. O’Keefe; 
Dayton, N. F. Nolan; Evansville, H. 
W. Voss; Hartford, E. S. Pierce; 
Huntington, W. Va., C. C. Harrold 
and W. W. Magoon; Indianapolis, 
L. G. Holmes; Lexington, John C. 
Allen; Milwaukee, J. G. Romer; 
Newark, George A. Kuhn; New 
York, A. H. Alexander and Mr. 
Hamlin; Norfolk, S. N. Woodard; 
Providence, J. B. Nevin; Philadel- 
phia, D. A. Longacre; Toledo, F. A. 
Brown; and Wheeling, Alvin L. 
Winters. 


There was also present Fred P. 
Cohut, who speaks seven languages 
fluently, alias ‘“‘Gumshoe Fred,” 
“ The Wolf ” and “ The Ferret ” ; he 
was fresh from his investigation of 
the Italian conspiracy. His chief, C. 
D. West, called upon him for a 
speech, but all he would say was, 
“T can investigate and I can play 
the piano,” (which he did later to 
the great satisfaction of the assem- 
bly,) “ but when it comes to talking 
—TI am not there.” 

At the dinner, besides the visiting 
secretaries and the National office 
staff were the following representa- 
tives of the New York association: 


‘President H. C. Bainbridge, Direc- 


tors G. E. Chapin, J. L. Morris, 
Henry A. Clinkunbroomer, Counsel 
Julian A. Gregory and Past-Presi- 
dent E. S. Boteler. 

The briefest speech of the evening 
was that of Mrs. Sifford, secretary 
of the Charlotte association; and the 
dinner closed early after hearing a 
group of first-hand A. E. F. negro 
soldier stories from Major Robert 
E. Lee of the National Office. 


QUALITIES REQUIRED FOR EFFICIENT 
SECRETARIAL WORK 


In summing up the address of D. 
W. Cauley, on the subject of “ Qual- 
ities Required for Efficient Secreta- 
rial Work,” and the various com- 
ments brought out in the general dis- 
cussion, it was the opinion of the 
secretaries in attendance at the con- 
ference that the secretary of a local 


association of credit men is a very 
important and necessary factor in the 
success of the association, that it is 
extremely difficult to bring success 
to the association unless the secre- 
tary is efficient, alive to his respon- 
sibilities and desirous of attaining the 
best possibilities in the secretarial 
work. The attainment of efficiency 
rests on character as revealed in 
strict honesty, patience, study, fair- 
ness, diligence, attention, tactfulness, 
diplomacy and other human at- 
tributes which are needed in the 
handling of men and things. The 
conference recognizes that too many 
of our local associations are under- 
financed, and, therefore, unable to 
purchase the proper kind of secre- 
tarial skill. With a big work ahead, 
it is earnestly recommended that this 
defect be overcome and that all the 
local associations receive the proper 
secretarial assistance. The confer- 
ence sends this message to the entire 
National organization with its firm 
faith and its deep belief that upon 
the secretaries rests a great deal of 
what the associations may be able to 
accomplish. 


HOW QUALITIES OF A SUCCESSFUL 
SECRETARY MAY BE DEVELOPED 


In summing up the subject pre- 
sented by E. B. Moran, on “ How the 
Secretary’s Qualities May be Devel- 
oped,” it was the unanimous impres- 
sion of the conference that the sec- 
retarial skill of a high order could 
be acquired only by earnest and sin- 
cere effort, and always having in 
view the selling of his organization 
and its proper appreciation by the 
business community, It was agreed 
that the secretary to be as generally 
informed as he should be, must be 
a student of commerce and business 
affairs, for to negiect the study of 
these matters is to imperil his useful- 
ness and his value as a secretary; 
that he must be a good correspond- 
ent, attentive, careful, concise, ex- 
pressing service always and inject- 
ing his personality into all of his 
letters; that he must be a mingler 
with men, even though his natural 
disposition is against it, that he must 
cultivate the disposition because 
mingling with men means the ac- 
quiring of knowledge of men, since 
a knowledge of men is a big factor 
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in the success of secretarial work. 
He must be systematic, and in order 
to acquire system, he must be care- 
ful of his surroundings, the way in 
which he sets out the hours of the 
day. If this is not done, time rolls 
so swiftly that the day is gone and 
nothing has been accomplished. He 
must always be a servant of his as- 
sociation, and to acquire this ability 
he must know what his members 
need. He must understand what 
they have even though they do not 
themselves recognize it as a need. By 
anticipating these things he will be- 
come a real servant and render real 
value to his organization. In the final 
word, he must be up and doing all 
the time, with a sincere love of the 
task, with a strong and deep appre- 
ciation of his possibilities and with 
the knowledge that in fulfilling the 
possibilities and acquiring the skill 
needed for this task he is building 
up his own manhood, and at the same 
time rendering a real service to this 
organization and to the community. 

RESPONSIBILITIES TO MEMBERS 

Summing up the subject, “ Re- 
sponsibilities of a Secretary to His 
Members,” as presented by Mr. 
Romer and brought out in the gen- 
eral discussion, the conference cited 
as amongst his chief responsibilities 
these : 

1. He must protect the good name 
of the Association by his own care- 
fulness, by his skill, by his honesty 
and activity. 

2. He must hold in mind as an ob- 
jective that all the members of the 
association should know about its ac- 
tivities, what it can accomplish, and 
to what extent they would benefit by 
contributing their best to its support 
and welfare. 

3. He must mingle with the mem- 
bers, no matter how large the asso- 
ciation is. Every member should be 
visited at least once a year by the 
secretary, or one of his direct as- 
sistants. Inquiries should be made 
on the occasion of these visits as to 
whether or not the member really 
understands the association and is 
deriving service from it. 

4. He must anticipate the needs of 
his members by giving them infor- 
mation, ideas and suggestions. He 
should never wait to be called upon 
for a service that can be anticipated. 

5. He must be all around in his 
activities, constantly alert and never 
satisfied so long as there is one mem- 
ber of his association who would not 
on call respond by serving on com- 
mittees, contributing to the needs of 
the association and defending it to 
the utmost. 

RESPONSIBILITY TO HIS COMMITTEES 

In summing up the subject of 
“ Responsibilities of the Secretary to 


his Committees,” as presented by Mr. 
Morningstar of Baltimore and con- 
sidered in general discussion, it was 
the sense of the meeting that these 
committees when properly organized 
and properly functioning are real 
dynamos in the activities and success 
of a local association of credit men. 
Selecting the personnel of commit- 
tees is one of the chief tasks of the 
Secretary. He should study his 
membership so as to know where 
there is potential material, and where 
there is material merely waiting the 
call. The committee should be skill- 
fully organized by this process. 

Each committee should meet regu- 
larly. Since the inactivity of com- 
mittees is one of the chief problems 
of local association activities, it is 
very patent that in order to keep the 
committees active and to attract 
always a proper attendance when 
meetings are called, the secretary 
should assemble material that is 
humanly interesting as pertaining to 
the committee’s work, and be pre- 
pared through this material, through 
his ideas and through his presence 
wherever necessary, to give real in- 
terest to the meetings of the commit- 
tees and have every committee at a 
high standard of efficiency. 
RESPONSIBILITY TO HIS COMMUNITY 

In summing up this subject, 
“The Responsibility of a Secretary 
to his Community,” as presented by 
Mr. O’Keefe of Chicago, and gen- 
erously discussed, the meeting recog- 
nized that a local association of 
credit men artd its Secretary owe 
certain responsibility to their com- 
munity and also were confronted 
with certain opportunities of which 
they should take advantage. An as- 
sociation of credit men has for its 
chief objective matters and things 
relating to commercial credit, but 
since very many actions and reac- 
tions of society are imprinted on the 
credit situation, it seems wise and 
proper that an association should 
take a very wholesome interest in 
community matters which relate 
themselves to the credit situation di- 
rectly or indirectly. The local asso- 
ciation and its secretary should feel 
a genuine pride in their community, 
and do everything in their power to 
develop its high standing and its 
commercial resources. ~ Meetings, 
publicity of various types and kinds 
should be promoted and encouraged 
in order that this community possi- 
bility and opportunity should be 
realized. 

This is a subject to which perhaps 
the associations and the secretaries 
have not given considerable 
thought, but it is one of importance. 
This meeting earnestly recommended 
that it be considered in the work of 
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local associations and promoted to 
the fullest and the sanest extent. 
RESPONSIBILITY TO NATIONAL BODY 

Summing up on the subject of 
“ Responsibilities of the Secretary to 
the National Association,” as pre-' 
sented by H. A. Whiting of Boston, 
and very generally discussed, it was 
the unanimous sense of the meeting 
that each local Secretary should un- 
derstand thoroughly the facilities, the 
purposes, the ideals and the attitude 
of the National Association. He 
should acquaint himself with the 
service that can be rendered by the 
National Association and avail him- 
self of such service. He should also 
recognize the interrelation of himself 
with the National Association and 
therefore render every possible form 
of service he can to it. He should, 
whenever opportunities offer, take 
advantage of meetings and confer- 
ences with his fellow secretaries, 
with members of his own and other 
associations, so that the real purposes 
and objectives of the National As- 
sociations and also the locals may be 
thoroughly understood and appre- 
ciated. The meeting believed that 
the secretary can not better fulfill 
his obligations and his duties than by 
putting himself in the position of 
helpfulness to the National Associa- 
tion and expecting from the Na- 
tional body the help which it should 
give to him. 

CONSENSUS OF OPINION 

The secretaries present were all 
agreed that it was a profitable day, 
that the experiment of holding a 
conference in New York City has 
demonstrated its value and its use- 
fulness. They express surprise and 
regret, however, that all of the sec- 
retaries within a reasonable distance 
of New York City were not present, 
and recorded it as their impression 
that an opportunity of real educa- 
tion and progress was thereby lost. 
It is hoped that at future conferences 
of this kind there may be no absen- 
tees, and that every association will 
recognize it as a point of loyalty as 
well as a point of development, to see 
that its secretary is present. 

Thanks were recorded to the 
chairman who presided so _ gra- 
ciously over these sessions, A. H. 
Alexander of New York, to New 
York, to the various Secretaries who 
led the discussions, to all who were 
present, to National President 
Koelsch and to National Director 
Boteler, who greeted the Conference 
so cordially, to everybody who 
helped to make this a good and use- 
ful day. In closing, the thought 
came to everyone that it is good to 
be living, that it is fine to be working, 
that it is splendid to have real and 
desirable objectives. 





Long Term Export Trade Credits 


Meaning of the $100,000,000 Foreign Trade 


HERE has been an error 

into which the manufac- 

turer of this country has 

always been prone to fall 
when the subject of long-term cred- 
its was mentioned. This is the im- 
pression that doing business on a 
basis of such credits involved an en- 
tirely different principle from trans- 
acting it at thirty, sixty and ninety 
days. For generations the business 
man of the United States has been 
habituated to doing business on 
no other basis than one, two or 
three months from delivery. There 
has been no _ widely extended 
banking machinery available to him 
by which longer term credits could 
be financed. He has, therefore, 


looked upon long-term credit in com- 
mercial transactions as something en- 
tirely different from short-term, and 
has maintained that he could not 
manufacture or produce profitably 
unless he could keep his affairs liquid 


by selling on a credit of less than 
three, or at the most six months. 


As a matter of fact, the long-term 
credit differs from the short-term 
credit only as a matter of business 
and banking practice. In principle 
the two are the same. Provided that 
the banking machinery is available 
by which a system of long-term 
credit may be financed, the manufac- 
turer and producer can do business 
as easily and profitably as he can on 
the familiar sixty-day terms. This 
is the fundamental point the Ameri- 
can manufacturer and merchant 
must recognize in regarding what is 
undoubtedly the most important step 
in our financial progress since the 
establishment of the Federal Reserve 
System. Indeed, in its bearing on 
our international relations, the estab- 
lishment of ‘a $100,000,000 Edge 
Law corporation (the Foreign 
Trade Financing Corporation) is of 
even more importance than the Fed- 
eral Reserve System: It represents 
the concerted effort of the business 
and productive organization of the 
United States to meet the approach- 
ing depression of our foreign trade. 

Briefly, the conception of this cor- 
poration is of a great institution com- 
parable to the Federal Reserve Sys- 
tem in its scope and resources, 
capable of financing the sale of 
American goods to foreign countries 


Grain Corporation; 


Financing Corporation 


By William Gregg 


on the basis of two, three, or perhaps 
five or more years’ credit. 


This corporation has progressed to 
such a stage that a direct call for sub- 
scriptions to its capital stock has been 
issued to individuals and corpora- 
tions representing every phase of the 
productive and business activity of 
the nation. Granted success, the 
men who are forming the corpora- 
tion anticipate that before the end of 
spring it will be an active “ going 
concern.” 

The corporation is the outcome of 
two years of study by the Committee 
on Commerce and Marine of the 
American’ Bankers’ Association. 
John McHugh, vice-president of the 
Mechanics & Metals National Bank, 
New York, the chairman of that 
committee, is the chairman of its 
committee on organization and will 
be tendered the chairmanship of the 
board when it is organized. 


The Committee on Organization, 
of thirty, representing as far as pos- 
sible the entire country and its vari- 
ous interests, is composed as follows: 


COMMITTEE ON ORGANIZATION 


Herbert Hoover; John S. Drum, presi- 
dent, American Bankers’ Association; 
Paul M. Warburg; J. R. Howard, presi- 
dent, American Farm Bureau Federation; 
Thomas E. Wilson, Chicago; A. C. Bed- 
ford, Chairman of the Board, Standard 
Oil Co. of N. J.; Lewis E. Pierson, Chair- 
man of the Board, Irving National Bank, 
N. Y.; Arthur Reynolds, president, Conti- 
nental & Commercial National Bank, Chi- 


‘cago; Phillip Stockton, president, Old 


Colony Trust Co., Boston; Julius H. 
Barnes, former head of the United States 
Charles H. Sabin, 
president, Guaranty Trust Co. of N. Y.; 
Joseph H. Defrees, president, Chamber of 
Commerce of the U. S.; Fred I. Kent, 
vice-president, Bankers Trust Co., N. Y.; 
John J. Raskob, vice-president, General 
Motors Corp.; George Ed. Smith, presi- 
dent, Royal Typewriter Co, N. Y.; 
Charles A. Hinsch, president, Fifth-Thir 
National Bank, Cincinnati, O.; Peter’ W. 
Goebel, president, Commercial National 
Bank, Kansas City, Kas.; E. M. Herr, 
president, Westinghouse Electric & Manu- 
facturing Co.; Roy D. Chapin, president, 
Hudson Motor Car Co., Detroit; John 
Sherwin, chairman of the Board, Union 
Trust Co., Cleveland; F. O. Watts, presi- 
dent, First, National Bank of St. Louis; 
and others well known. 


It has been announced that the 
presidency of the corporation will be 
tendered to W. P. G. Harding, gov- 
ernor of the Federal Reserve Board. 
The belief is prevalent in Washing- 
ton as well as in the banking world 


that he will accept. And it has been 
announced that Fred I. Kent, vice- 
president of the Bankers Trust Co. 
of N. Y., will serve the corporation 
in an advisory capacity, and that Je- 
rome Thralls, secretary-treasurer of 
the Discount Corporation of N. Y., 
has been tendered an executive vice- 
presidency. 

Under the terms of the Edge Law 
the credit-extending capacity of the 
corporation will be something over 
$1,000,000,000. 

It is recognized that without some 
machinery such as that furnished in 
this corporation the present restric- 
tion of our export trade must con- 
tinue and the great producing organ- 
ization which we built up to meet the 
demands of the war will not only 
halt in its development but must be 
reduced, with the consequent mani- 
festations of business inactivity and 
unemployment. Already the hand- 
writing is clear upon the wall. 

The figures of the Government for 
our export trade for the year 1920, it 
is true, showed the largest year in our 
history; and the figures for the 
month of December showed little 
falling off from those of the highest 
months of the year. The actual facts 
of the situation, however, derived 
from the reports of manufacturers, 
exporters and bankers, tell another 
story. The orders which we filled in 
December and resulted in our expor- 
tations for that month amounting to 
more than $400,000,000, were orders 
placed three, six and nine months 
ago. Such orders are coming in no 
more. The Narrows of New York 
Harbor are crowded with ships 
which can find no cargo, and the bas- 
ins and ports in every seaport sec- 
tion of the country are likewise 
crowded. Freight cars lie idle to the 
number of 286,000. The reports of 
the closing down of factories and 
mills have been almost continual; 
and the official.report of the Depart- 
ment of Labor, as of January 1, 
1921, showed 3,500,000 of industrial 
workers out of employment. 

EXPORT PROGRESS CHECKED BY LACK 
OF FACILITIES 

There are various local and do- 
miestic factors in the situation, but an 
analysis of the facts discloses that 
our export trade to the nations of the 
world has come to a stone wall in its 

(Continued on page 37) 
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Gradual Resumption of Building 


Little Likelihood of a Boom in Construction This Spring 
By John Whyte, Ph D. 


Director of Research, National Association of Credit Men 


USINESS men and econo- 
mists who are predicting a 
revival of business activity 
this spring look hopefully to 
the construction industry. They 
point out the familiar facts that the 
country is wunder-housed, under- 
equipped, in short, “ under-con- 


INDEX NUMBERS OF WHOLESALE PRICES IN SPECIFIED YEARS AND 
MONTHS, BY GROUPS OF COMMODITIES 

Metals 

and Build- Chemi- 
metal ing 
mate- 
rials. 
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7 
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tential, overhanging demand be 


structed.” They cite with conviction 
the familiar words, “There is a 
shortage of a million homes in the 
United States.” They have facts 
and figures to show that there is a 
shortage of railway cars, of railway 
power—even a shortage of railway 
mileage. They conclude from these 
thoroughly demonstrable facts that 
here is a tremendous demand that 
must soon be met, and they look for 
the opening of the building season, 
which usually takes place in April 
and May, to start a building revival 
of large proportions, and thus to give 
impetus to a revival of business ac- 
tivity along general lines. 


POTENTIAL VS. ACTUAL DEMANDS 


There exists, of course, no doubt 
as to the great shortage of housing. 
There is no doubt, likewise, as to the 
existence of a shortage of industrial 
equipment that extends to almost all 
lines, but the mere existence of a 
shortage does not point to an actual 
and immediate demand. There is a 
strange flexibility to so-called de- 
mand. Take, for example, the short- 
age of a million houses and assume 
that each house will shelter four 
persons. The obvious conclusion is 
that there are four million people 
who are seeking homes. But these 
four million people are not now 
homeless—they are all tucked away 
somewhere. They may be potential 
buyers and builders of homes, but 
to make them home builders or own- 
ers, something is more is needed than 
the consciousness on the part of the 
community that they ought to have 
homes of their own. Something else 
is needed to translate the potential 
demand into actual and immediate 
demand. Under-equipment of rail- 
roads and other industries is also an 
established fact; and the industrial 
past of the country as well as its 
present economic status justifies the 
conclusion that this under-equipment 
will be relieved. The question in 
both cases is this: When will this po- 


34 


translated into an actual demand? 
A consideration of the industries in- 
volved, through the use of facts and 
figures that are available on them, 
may throw some light on the trend 
in the construction industry for the 
year 1921. 
PRESENT BUILDING OPERATIONS 

The statistics of Contracts Award- 
ed for December and January show 
only too plainly how the depression 
has affected the building industry. 
In January, 1921, the F. W. Dodge 
Company reported $111,806,900 in 
Contracts Awarded as against $226,- 
116,000 for January, 1920. The fig- 
ures for 1921 represent a smaller 
volume than the figures for any of 
the last five years, with the exception 
of January, 1919 (the second month 
after the armistice). There is not 
much encouragement to be gleaned 
from these figures. It must of course 
be emphasized that January figures 
are not in themselves prophetic of 
the May or June or July figures. 
PRICE OF CONSTRUCTION COMPARED 
WITH PRICE OF OTHER COMMODITIES 

More amenable to attempts at fore- 
casting than the figures of Contracts 
Awarded, is the relative price of 
commodities in the building industry. 
What is the situation here? The 
general index number for all com- 
modities (Bureau of Labor Statis- 
tics) for the month of December was 
189. The index number of building 
materials was 266. In an exchange 
of commodity for commodity, fewer 
building materials can be bought by 
other materials than is normally the 
case. The index number for all com- 
modities emphasizes in detail the dis- 
parity between the price of construc- 
tion materials and the price of other 
commodities. With farm products 
at a price level of 144, the farmer 
can hardly be expected to purchase 
in anything like his former quanti- 
ties. With building materials at a 
price level of 266 and household fur- 
nishing goods at a still higher level 
of 346, the liquidated factors in the 


economic community, whether they 
be farmer, laborer or merchant, can 
exchange their commodities for con- 
struction commodities only at a con- 
siderable disadvantage. 

Index numbers are given herewith 
of wholesale prices in specified years 
and months arranged by groups of 
commodities. The high price of 
construction materials is one of the 
most discouraging factors in the con- 
struction industry. 

CONSTRUCTION COSTS IN I92I 

A large item in construction is al- 
ways labor cost. The wages for 
building trades labor for 1921 are 
now under discussion. There is 
likely to be a general reduction in the 
wages of building trades labor. 
Even though the union wage scale 
of 1920 may be in force in some com- 
modities in 1921, it is more likely to 
be the prevailing wage scale than it 
was in 1920. (The union wage scale 
is the minimum wage scale, and in 
some years may be paid to only a 
few workers; the other workers 
through competition for labor or 
other factors receive a higher scale.) 
One factor that will reduce construc- 
tion costs in a marked degree in 1921 
will be the increased efficiency of la- 
bor. Building trades labor in 1920 
was notoriously inefficient. With 
great unemployment in the present 
depression, the efficiency of building 
trades labor is sure to be increased 
perceptibly. One superintendent of 
the F. T. Ley Construction Co. is 
reporting an average of 1,400 bricks 
laid per man as against 400 last year. 
Such an increase is, to be sure, un- 
usual and far above the average, but 
it is at least indicative of the trend 
of labor efficiency. 

INVESTMENT FACTOR MORE FAVOR- 
ABLE 

Saving continues during a period 
of depression. The savings at first, 
during the early part of the depres- 
sion, do not usually go into fresh in- 
vestments in construction; they are 
likely to Be employed to buy up busi- 

(Continued on page 36) 





MARCH, 1921 


Constructive Accounting 
Advanced Accounting 
Cost Accounting 


Business Law 


For more than ten years the 
school name at the left has 
conservatively been impress- 
ing itself upon the conscious- 
ness of the accounting profes- 
sion of the United States. 


Today it stands as the symbol 
of all that is best in the train- 
ing of men for the profession 
of Accountancy. 


The C. P. A.s of today are—a 
goodly percentage of them— 
the Walton students of yester- 
day, and a host of executives 
owe their present positions to 
Walton Training. 


There is no magic to success 
—it comes as the result of an 
earnest desire to progress, plus 
skilled educational guidance. 


The Walton School of Com- 
merce is prepared to offer you 
material guidance which em- 
bodies the principles upon 
which success is founded. 


“The Walton Way to A Bet- 
ter Day ” will explain how— 
and is yours for the asking. A 
card to 833-843 Massasoit 
Building, Chicago, will bring 
it by return mail. New York 
Resident School, 38 West 43d 
St., New York City. 
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When nobody else knows— 
The Credit Man 
MUST Know: 


In what sectious of the 
country business is relative- 
ly good or bad. 
Whether business activity 
wiil increase or decline, and 
when. 
Whether money is going to 
be tighter or easier, and 
when. 
Whether the market prices 
of specific commodities are 
going higher or lower. 
The opportune time to in- 
vest surplus funds as weil 
as the particular securities 
to buy. 
The credit manager of a concern using 
the Brookmire Economic Service always 
knows, from the authentic information, 
reliable forecasts and definite advice we 
furnish him. 


Write for Booklet C and free current 
bulletins 


CONSULTING ECONOMISTS 
56 Pine Street New York: 
434-436 Citizens National Bank Bldg. 
Los Angeles, Calif. 


ness enterprises that are on the bar- 
gain counter. But the longer the 
depression lasts, the fewer opportu- 
nities are there for the investment of 
funds in such enterprises, and the 
accumulated capital must seek em- 
ployment elsewhere. There is thus 
an inevitable turn to new construc- 
tion. Money becomes available for 
the construction of new houses and 
new plants. The price factor of 
commodities and money is of course 
a vital one and will determine the 
quantity of construction. But con- 
tinued sayings do eventually result 
in new construction. 


SITUATION OF RAILROADS AND OTHER 
PUBLIC UTILITIES 


The situation of railroads and 
other public utilities affords a com- 
parable picture. It has been esti- 
mated that the country’s production, 
year in and year out, grows at the 
rate of 3% to 4 per cent. It is a 
well known fact that since 1917 the 
railroads have not only not grown 
sufficiently to take care of a normal 
increase in production, but that they 
have not even kept up with the re- 
placement of their own equipment. 
There exists therefore an enormous 
latent demand for railway and public 
utility supplies of all sorts. When 


A New and Different . 
Business Forecast Service 


After twelve years of expert, confidential analysis of business conditions 
for large individual firms, The Business Bourse of New York is now 
issuing a remarkable new record and forecast service for business men. 


It should be your most important purchase for guidance in this hard year 
to come. 


It is not based on one man’s theories, or upon mere routine “ funda- 
mentals”; it is the combined work of the Bourse’s unequalled research 
staff and local investigators in 173 cities and towns, under the direct 
personal guidance of two men of wide reputation:—J. George Frederick, 
the admitted pioneer in research work (author of “Business Research 
and Statistics”), and Park Mathewson, business finance counsellor, author 
of books on Sales Financing, Budgeting, Trade Acceptances and on 
financial trends. 


The Business Barometer Dial 


is a new invention designed to put high-powered forecasting ability into one 
simple, easy-to-understand chart, issu each month with a bulletin service 
summary, at a modest introductory price—$27.50 per year. It gives you every 
advantage and facility that the country’s leading business research firm can 
provide—pradtical, specific, non-theoretical. It covers twelve general factors 
of business, both the current situation and the twelve month and five year 


comparison. No long-winded, puzzling arguments, but plain, crisp, pointed facts 
and sound forecasts. 


An authority on credits says: “No credit man can afford to do without 
a good forecast service in order to handle properly his credit problems.” 


For but little more than two dollars a month you can have the Business 
Barometer Dial—the most modern and authoritative forecast yet devised— 
come to you every month. Start now—send in your subscription at once. 
We guarantee service satisfactory, or your money back. 


THE BUSINESS BOURSE 


The National, Clearing House of Business Information 
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is that demand likely to be realized? 


PRESENT SITUATION 

It is commonly known that the 
railroads are not paying their bills— 
that railway credit is utterly demor- 
alized. He would be an optimist in. 
deed who looked for a correction of 
this situation soon enough to a 
the belief that the spring of 1921 wi 
usher in railway buying on a large 
scale to relieve the lack of equip. 
ment. The Winslow act, if it be 
comes a law, will enable the railroads 
to pay their back bills and thus to 
begin to come into the market with 
new orders, but they will come slow. 
ly and gradually. 

The public utility situation is dif- 
ferent in every community, and yet 
it is probably fair to say that the 
credit of public utilities generally is 
not sufficient ground upon which tp 
base predictions of great activity this 
spring. Subway construction in New 
York City, for example, which is a 
transportation demand of the first 
importance, awaits the solution of 
the fare problem; and there seems 
little likelihood that there will be this 
spring, or even this year, such a so 
lution as will permit the New York 
subway system to extend its build 
ing operations. 


SUMMARY 


There are if’s and and’s to any 
forecast. They are almost implicit in 
the forecast. If the price of build- 
ing materials suddenlv drops to com- 
paratively low levels—if railway 
credit and public utility credit sud- 
denly becomes re-established, the 
whole complexion of industry may 
be changed. But barring these con- 
tingencies, it is more than likely that 
construction will not start off with 
a rush in the spring of 1921. What 
is likely to happen is that there will 
be a gradual resumption of building 
activity in the spring that will mount 
slowly month by month until, by the 
late summer, it may reach substantial 
levels and possibly by the advent of 
some fortuitous circumstance like a 
bumper crop, may, by fall, take on 
the aspect of great activity. If this 
reasoning is correct, the revival of 
business activity frequently pre 
dicted for the spring of 1921 will not 
receive a tremendous impetus from 
the construction industry, but will go 
forward slowly and gradually and 
take on cumulative force as the sea- 
scn wears on, receiving impetus from 
the construction industry and giving 
impetus to it, and ushcring in gradu- 
ally a period of relative prosperous 
business. 
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' Long Export Credits 
(Continued from page 33) 


progress. This is not because for- 
eign people do not want our goods, 
but because we as a people have not 
the facilities to finance the sale of our 

to them on the terms which 
they require. 

The terms which many of our for- 
eign customers require are not the 
terms of captious business custom. 
They are the terms of necessity, the 
terms of customers in nations which 
must hold their immediate capital. 
for the reconstruction of their own 
countries, or the terms of customers 
in nations not directly involved in 
the war yet bearing a burden of busi- 
ness uncertainty as their heritage 
from it and similarly unable to lay 
cash upon the counter in return for 
goods. 

There is only one way in which the 
American manufacturing and agri- 
cultural producer, with his great sur- 
plus of goods above the demands of 
the domestic markets, and his for- 
eign customer needing sorely his 
goods, can be brought together. This 
is through the establishment of ma- 
chinery by which the producer can 
meet his customer’s terms. It is the 
intent of the Foreign Trade Financ- 
ing Corporation to furnish this ma- 
chinery. 

The corporation is being estab- 
lished under the Edge Act, passed 
as an amendment to the Federal Re- 
serve Act, December 24, 1919. Its 
capital is placed at $100,000,000 ; and 
national banks or similar institutions 
are permitted to subscribe to it or 
similar institutions to the aggregate 
of ten per cent. of their paid up cap- 
ital and surplus. Unlike the Federal 
Reserve System, which was organ- 
ized with a similar capital, it is a 
great private enterprise of the busi- 
ness of the country, voluntarily tak- 
ng advantage of certain possibilities 
offered it by the law. Subscription 
to its capital stock is voluntary ; it is, 
further, not limited to our banks but 
may be taken and is designed to be 
taken by individuals and corpora- 
tions representing every phase of 
our business and producing activity. 
The corporation is not established by 
passage of an act by Congress, but 
can only be established through the 
readiness of the American business 
man and producer to rise to the ne- 
cessities of the occasion. 

John McHugh, chairman of the 
Committee on Organization, to 
whose unremitting labor over two 
years of time the corporation is large- 
ly due, said of it before the nation- 
wide conference in Chicago which 


Time and Ideas 
—‘‘Limited™ 


IME and IDEAS are vital work- 

ing capital to all business men. 
No one has an inexhaustible supply 
of either. When business conditions 
limit your money capital, you have 
all the more need for your capital 
of time and ideas. 


We can save you losses on both. 
How? By finding for you the ideas 
you would otherwise miss; by pre- 
senting them in usable form. 


Business articles in 700 publica- 
tions read for you by our staff, 
average 4,000,000 words a week— 
200,000,000 words a year. All the 
newest and best ideas in this mass 
of material are condensed into clas- 
sified digests that take only a few 
minutes a day to read. You can- 
not afford to overlook these ideas, and THE ONLY WAY TO GET THEM 
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forward to greater help during the coming year.’"—Jeffrey & McPherson Co., 
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$37,500,000 
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$264,000,000 


Make It Your New England Correspondent 





Guardianship & et 


N the early days of The Chemical Bank 
—before the time of adequate vaults and 
efficient policing—it was the custom of the 
cashier to sleep in chambers directly above 
the banking room so that he might person- 
ally guard the funds of the bank’s deposi- 
tors night and day. 


This same spirit of vigilant guardianship 
coupled with farsighted cooperation and 
modern banking methods are the corner- 
stones of this Bank’s policy today. 


We are seeking new business on our record. 


THE CHEMICAL NATIONAL BANK 
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THE CREDIT MONTHLY 


brought it into being (which confer. 
ence was attended by a representa- 
tive of the National Association of 
Credit Men) : 


“It is a herculean siaiidias Adopt- 
ing the broadest possible view of the op- 
portunity that is before us, as American 
bankers and business men, our duty seems 
to be plain. It is, if I may be permitted 
to put it as I see it, to set up the ma- 
chinery that will enable us to’ meet the 
situation that now exists, and shape that 
situation to our advantage. We are pre- 
sented with the opportunity to finance our 
trade with the outside world on a stable 
and permanent basis, through the instru. 
mentality of this great corporation which 
we have in view. By means of this cor- 
poration we could provide for the most 
careful and thorough credit investigation 
and the strongest commercial safeguards 
in the interest of American capital. By 
‘means of this corporation we could sup- 
ply the materials to keep factories and 
mills running, in the interest of foreign 
customers. By means of this corporation 
our loans would be protected, and we 
would lend in each individual instance 
only as we felt assured of the security in 
each particular loan. 


“Only as we face the situation that is 
before us boldly will we seize our present 
opportunity to maintain our foreign trade, 
preserve our prosperity, and mitigate our 
present depression. Only so can we take 
our full part in meeting our present re- 
sponsibilities to the world.” 

With the successful formation of 
this corporation the banker of the 
country, the manufacturer and the 
business man must accustom himself 
to a new possibility in the handling 
of his foreign business. Where, 
heretofore, he has gone to his bank 
and arranged for the financing of ex- 
port sales by the extension of credits 
running ordinarily from thirty to one 
hundred and twenty days, he will 
now have to consider the possibility 
of effecting transactions of a longer 
credit, which the ordinary commer- 
cial bank cannot be expected to 
handle. 


Let us take an example from act- 
ual facts: 


An offer was recently sent to this 
country by a large and well-known 
Italian firm for a large quantity of 
copper wire. This firm desired the 
wire in the development of hydro- 
electric plants which it owned in 
Italy, plants which were important 
to the machinery of reconstruction 
of the country. It wanted to pur- 
chase the wire on a three-year credit 
for which it was willing to furnish 
adequate collateral in the form of se- 
curities, and on which it was willing 
to pay an interest rate as high as ten 
per cent. No manufacturer of wire 
in this country could handle the 
order on such terms, tying up his 
capital invested i in the goods as it did 
over three years’ time; and no bank- 
ing facilities were available to assist 
him. The wire manufacturer in the 
United States was thus held from 
working to the fullest extent of his. 
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capacities for production, ani the 
development of the Italian plant was 
delayed and restricted. 


THE PLAN 


Under the intended plan of opera- 
tion of the Foreign Trade Financing 
Corporation in a case such as this 
the manufacturer who wished to sell 
the wire would consult his local 
bank, find that the terms of credit 
desired were beyond the capacities 
of such a bank to extend and be re- 
ferred by it to the foreign Trade 
Financing Corporation. He might 
get in touch’ with the head office of 
the corporation in New York, or any 
one of several branch offices which 
it is expected will be established in 
other cities of the country in order 
to handle its business properly. 

The corporation, through its Ital- 
ian office, would investigate thor- 
oughly the credit of the firm which 
wished to buy the wire, and the ade- 
quacy of the securities which it of- 
fered as collateral. If it found the 
firm and these securities satisfactory 
—assuming that the government of 
the country in which it was located 
would be considered a sound one— 
the corporation would establish a 
credit in favor of the Italian firm, 
would collect its interest on the 
credit and, at the close of three years, 
would receive payment for the prin- 
cipal from the Italian firm in dollars. 

Or the corporation might extend 
a credit direct to the manufacturer 
of the wire upon security offered by 
him as collateral. 

The procedure which it might fol- 
low in particular instances, however, 
would not modify the result which 
it would attain and the conditions 
under which it can serve. There may 
be laid down two fundamental re- 
quirements which will govern its 
operation in performing its function 


of extending credits of a longer term - 


than can be safely carried by com- 
mercial banks. 

1. These credits must be amply 
secured. 

2. They must assist, either directly 
or indirectly, the sale of American 
goods to foreign countries. 

The farmer or the actual producer 
of goods who does not himself sell 
directly to foreign countries will not 
come in direct contact with the cor- 
poration in connection with his com- 
mercial transactions. He will feel 
the benefit from it through the gen- 
eral benefit accruing to business 
from its services in the development 
of export trade, both in the particu- 
lar commodities which he produces 
and generally. 

Its services to this man and to the 
man in the street will be through the 
services which it renders in the great 


, National Bank of Comme 
in New York 


Disinterested 
Investment Service 


Those actively engaged in the 
conduct of large affairs must 
necessarily devote a great deal 
of study to basic industrial and 
financial conditions. They often 
find it difficult to keep thorough- 
ly informed regarding day to day 
features of many different classes 
of investments. 


The National Bank of Commerce 
in New York through its Bond De- 
partment offers to its friends the 
benefit of extensive experience 
and close studies of investment 
values. It is equipped to handle 
this class of business for them 
efficiently in all domestic and 
foreign financial centers. 


Our advice and assistance in 
the purchase of securities are 
impartial and disinterested. 


Capital, Surplus and Undivided Profits 
Over Fifty-five Million Dollars 
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channels of our export trade. 

The corporation will be brought 
home directly to this man, however, 
by-the opportunity which it will offer 
him for the investment of his savings 
in its debentures. It is planned to 
make the corporation as representa- 
tive and national as possible and to 
bring it and through it the foreign 
trade of the country home to every 
individual in the nation, to issue its 
debentures in a form which will 
make them attractive to the small as 
well as the large investor and to seek 
for the widest possible distribution 
of these debentures. In this connec- 
tion it hopes to use as agencies of 
distribution all subscribers to the 
capital stock of the organization. 
Whereas the capital stock is being 
offered, and various institutions have 
offered their facilities to assist in the 
sale of it, without commission, be- 
cause of the nature. of the corpora- 
tion as a great and necessary move- 
ment in the service of the nation’s 
business, commissions will be paid in 
the regular way for services in the 
sale of debentures. 


It will be from the savings of the 
people of the country, as made avail- 
able through the sale of these deben- 
tures, that the funds will come for 


the extension of the long term 
credits which the corporation is de- 
signed to handle. It must rely on 
this source for its funds, as the bank 
relies on its depositors. 


Nebraska Association History 

Lincoln —At a recent meeting of the 
Lincoln association, the members had the 
pleasure of hearing “A Few Reminis- 
cences of the Association’s Early Days,” 
from J. Frank Barr, one of the organ- 


izers of the Lincoln association, who 


served as its first secretary. 

They also heard a report from Mana- 
ger A. E. Royce of the Omaha Adjust- 
ment Bureau, whose operations cover the 
Lincoln territory. 


Reconsideration and Revision 
(Continued from page 10) 
today, and the credit manager with 
his assistants is working with un- 
usual energy applying themselves to 
a study of the currents of commerce 
as they flow through the credit struc- 

ture. 

He is carrying through worthy 
customers and attempting to extend 
intelligently new credit wherever the 
credit investigation indicates an un- 
derstanding on the part of customers 
that they know something of where 
and what their losses or profits for 
the ensuing year are likely to be. 


| THE CREDIT MONTHLY 
INVESTMENTS 


The habit of investment. A huge educa- 
tional cam mn created millions of bond 
buyers during the Liberty Loan campaigns, 
A partner in one of the leading investment 
banking houses recently expressed to THe 
CREDIT MONTHLY the opinion that there are 
now only one quarter of the maximum num- 
ber of Liberty Bond buyers who still hold any 
Government securities. 

It is as if, during a national health emer. 

ncy, millions of persons who had hereto- 
ore had no first-hand acquaintance with 
tooth-brushes had been convinced of their 
utility (if not necessity), and three-quarters 
of these vast numbers had within a year or 
two returned to their previous unhealthy 
habits, 

Whose task is it to prevent such back- 
sliding? We have not, thank Heaven! a 
paternalistic government either at Washing- 
ton or anywhere else. It is, therefore, up to 
us, the public—and especially the financial 
executive for whom this magazine is prepared 
each month, to do our share in promoting the 
practice of saving and of intelligent investing 
on the part of individuals and corporations. 

American corporations now do more in- 
vesting than American individuals. In 
France the converse is true. Dr. Adams, the 
“dean of tax experts,” says that our cor- 
porations plow in about thirty-five per cent. 
of their net earnings. The individual is 
therefore the natural objective of any cam- 
paign to increase the habit of saving and 
investing in the United States, and to any 
such campaign this magazine is ready to lend 
all possible aid. 


The $100,000,000 Foreign Trade Financing 
Corporation, described elsewhere in this num- 
ber, will sell to investors of all classes de- 
bentures of the Corporation, such as are put 
out by the debenture-issuing corporations or 
investment trusts that have operated success- 
fully abroad and have yielded satisfactory re- 
turns to their stockholders. 

Meanwhile the capital stock of the Corpor- 
ation, (par value $100 per share), is rapidly 
being sold according to the terms of the sub- 
scription form as below, copies of which Tue 
CREDIT MONTHLY will supply on request: 


To the Board of Directors of FOREIGN 
TRADE FINANCING CORPORATION: 
The undersigned hereby subscribes for 

the number of shares of the capital stock of 

Foreign Trade Financing Corporation set 

opposite his (its) signature hereto, and 

agrees to pay for the shares of stock here- 
by subscribed for, or for such lesser num- 
ber of shares as may be allotted to the 
undersigned in pursuance of this subscrip- 
tion, the sum of $105 per share in New 

York funds at the office of the Corporation, 

66 Broadway, New York, N. Y., payable as 

follows : 

$25 per share on ten days’ written notice; 

~~ per share in installments of at least 
$10 per share as frequently as one install- 
ment at the end of each two months from 
the time of the commencement by said Cor- 
poration of its business operations, as called 

y the Board of Directors of said Corpor- 

ation on ten days’ written notice. 

This subscription shall not become 
effective unless and until subscriptions shall 
have been received and accepted by said 
Corporation for the entire $100,000,000 of 
its authorized capital stock. It is under- 
stood and agreed that the right is reserved 
to said Corporation to reject any subscrip- 
tion, or to allot a less number of shares 
than the number subscribed for. 


Opportunities in the purchase of high-grade 
investment bonds listed in London. The prin- 
cipal features of twenty-five European gov- 
ernment bonds are given in a pamphlet “ In- 
ternational Bonds and Foreign Exchange,” 
issued by Kissel, Kinnicutt & Co., N. ¥. and 
Chicago. These investment bankers opine 
that the most attractive issues from_ the 
American investor’s standpoint are not Buro- 

n municipal and corporate securities, sub- 
ect to English taxation, but “are the British 
Government war loans, tax free in the hands 
of a non-resident, and international issues of 
other governments (payable in sterling or 
such other alternative currencies as are 
designated on the bond) which, in_ effect, 
originally represented loans made by English 
investors and therefore will have the moral 
ope of the British Government as to the 
collection of principal and interest. 

The American purchaser of foreign govern- 
ment bonds through London secures a high- 
Fees long term investment to yield between 

and 8 per cent., and in addition secures the 
other opportunities for profit including these: 

“As the process of world-wide readjust- 
ment to normal conditions proceeds, com- 
petent judges are strongly of the opinion 
that money rates will become easier and in- 
vestment securities will advance in price. 

“Even if the holder does not sell, an im- 
provement in exchange either on London or 
on the respective countries of issue will cor- 
responding’ 7 increase the value of the interest 
coupons and will result in materially increas- 
ing the yield obtainable from the investment.” 
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Positions and Help Wanted 


CREDIT OR ASSISTANT CREDIT MAN- 
AGER—Man, age 31, desires position with a 
large corporation as assistant credit manager 
or willing to accept full responsibility as 
credit manager with smaller concern; have 
had eight — general experience with col- 
jection and credit work combined with claim 
adjusting. At present employed by a large 
corporation in the capacity of district credit 
manager and office manager and have made 
; but prospects for future advancement 

ng very distant, would like to make a 
change for the better. Salary $3,000. Ad- 
dress F. E., c/o J. J. Farrell, 1402 L 8t., 
Washington, D. C. 


CREDIT AND COLLECTION MANAGER— 
Executive with over ten years’ experience 
with prominent Philadelphia jobbing house in 
iron, steel, tin plate, copper and manufac- 
turers metal specialties and auto accessories 
with business of national scope. Thoroughly 
conversant with all details of office and busi- 
ness ma ement and organization; an 
American, Christian, married, of co-operative 
and tactful disposition and sound judgment. 
seeks satisfactory rmanent engagement. 
referably Philadelph a, as credit manager, or 
fn any capacity as merited by his experience. 
Any reasonable salary will considered to 
start with. Address Advertisement 567. 
CREDIT MANAGER—Age 33, married, 15 
years’ business experience, now assistant 
credit man of large manufacturer covering 
the United States in the wholesale and retail 
hardware trade, desires to tie up to live con- 
cern appreciating hard, conscientious worker. 
Salary $3,000. Address Advertisement 568. 
CREDIT MAN, ACCOUNTANT, OFFICE 
AND SALES MANAGER—Long experience in 
wholesale and retail lines, now connected in 
similar capacity with large wunder-muslin 
manufacturing concern, seeks larger anid 
broader opportunity. No objection to locat- 
ing anywhere in the United States. A hard 
worker, keen, alert and a. fine correspondent. 
Age 32, in best of health. References from 
present connections at proper time. Address 
Advertisement 570. 

CONSTRUCTIVE CREDIT MAN—Now em- 
paved in responsible executive position with 
large Eastern corporation. Young man with 
proper knowledge of details necessary to build 
up the office end of a business, and the 
ability and experience to handle this work. 
Capable of acting as Comptroller or Treasurer 
if desirable. Salary $5,000. Address Adver- 
tisement 571. 

EDUCATED young Italian with best of 
Italian and American referefices, who also 
8 s and writes French and English 
gt desires modest position in a New 
York bank. Address, Artillery Lieutenant, 
ve gf oy Credit Monthly, 41 Park Row, New 
or 


4A LARGE HOUSE in northern Ohio is in need 
of a thorough accountant who has the ability 
to work out a monthly financial statement of 
the business by departments. The man must 
be able to enter the organization, learn the 
business and be able to back up the con- 
clusions which ‘he reaches in his monthly 
statements. Address Advertisement 569. 


Addresses Wanted 


Adams, C. M., formerly Arlington, Ga. 


Alaska Fishing & Packing Co., W. F. 
Reichwein, Manager, Klawach and Killis- 
noo, Alaska. 


Altman, Joe, formerly in dry goods 
business at 2800 Cass avenue, St. Louis. 
Believed now to be in Alabama. 
_Bauman-Hinds Construction Co., Wil- 
liams, Arizona. 


Bicking, C. R., formerly located at 407 
Hinckley Building, Seattle, Wash. 


Brady, J. W., formerly of Seville, Ohio. 
Operated a meat market and moved away 
in August, 1920. Said to be in Cleveland. 

Buckwald Specialty Shop, 2473 Grand 
Concourse, New York City. 

Burgess, J. H. & Co., butchers, Atlanta, 
Georgia. 

Chambers, J. B., formerly of Fair- 
banks, Alaska. 

Class, N., formerly of Torrent, Ken- 
tucky, and last heard of in Chicago. 

Cody, William, prop. Cody Pie & Cake 
Co., Jackson, Mich. Said to be in Canada. 

Cooper, S., 85 E. Main St., Waterbury. 

Crossley, F. A., last known address 
Cuyahoga Falls, Ohio. He was formerly 
with Condon Bros., Franklin Hotel Site, 
Akron, Ohio, in trucking business. 


"The Leading FIRE INSURANCE Co. of America” 


Ztna Policies 
Give Full Protection and cover 


Shae Sprinkler Leakage 

AY Ebates Registered Maii 
Automobile Parcel Post 

Tornado Tourists’ Baggage 

Carat Automobile Truck Transit 
Leasehold eta bole eecmercten elas) 
ONeTEA eetiele Transit Floaters 

Use and Occupancy — Explosion 

Profits Riot and Civil Commotion 


Losses Paid over 


195,000,000 


AGENTS AT ALL IMPORTANT POINTS 
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Kellogg 
Intercommunicating 
Telephone Systems 


With any business institution that is 
experiencing healthy growth the prob- 
lem of maintaining communication 
means money saved or lost. Good 
telephone service is a modern business 
necessity. 


What will we install ? 
How much will it cost ? 


Where will we buy it? 


These are questions that govern the 
purchase, but the most important con- 
sideration is— 


Will it be dependable ? 


We need only point to the remark- 
able efficiency of Kellogg telephone 
equipment in operation in many large 
cities to answer this question. Kellogg 
Intercommunicating saves money in 
factories, business departments, ware- 
houses. 


With Kellogg telephones, 
USE IS THE TEST. 
Write, Addressing Dept. 41. 


Kellogg Switchboard 
& Supply Company 
CHICAGO, ILL. 


Davis, S. H., formerly proprietor of 
the Davis Market Co., 5521 South Hal- 
sted street, Chicago, IIl. 

De Lorie, Geo. A., carpenter, 1317 Ful- 
ton street, Brooklyn, New York. Is sup- 
posed to be in New Haven, Conn. 

Denni, Frank, formerly in the shoe re- 
pairing ‘business at 6245 South Ashland 
avenue, Chicago, Illinois. 

East St. Louis Foundry, E. St. Louis, 

Elliott, Holston, travelling salesman, 
formerly of Aberdeen, Mississippi. 

Glenn, T. M., ane Washington. 

Goodenough, - , formerly at Forest 
City, Iowa, in 2m ‘garage business, Is 
now believed to be working for some bat- 
tery firm in Omaha K. C. ory Des Moines. 

Guerard, W. V., Atlanta, Georgia. 

Haden, Calvin, formerly of Haden’s 
Talking Machine Shop, 2842 West Madi- 
son street, Chicago, Illinois. 

Hall, R. W., of Salina, Kansas. 

Hart, J. P., formerly of Appalachie, 
Virginia. 

Hayes, P. M., formerly located at Phil- 
adelphia; also Piedmont Hotel, Atlanta. 

Henry, John A., Agate, Colorado. 

Herbert, F. W., formerly employed by 
Wood. Dolson Co., New York Cite later 
by Permanent Oil Co., McKeesport, Pa. 
Last information he was in Detroit and 
leaving for Chicago. 

Jines, Tillman, last known address, 
Harrison, Arkansas. Was formerly in 
auto tire and accessory business. 

Kaufer, M., formerly at 4025 West 
Roosevelt road, Chicago, Illinois, later 
at 1621 South Sawyer street, Chicago. 

Kelley, S. J., a manufacturing confec- 
tioner, formerly of Portland, recently 
moved to San Diego, and from there to 
Winslow, Arizona. Is believed to be now 
at Tulsa, Oklahoma. 

Kezema, A. P., formerly connected 
with the Flour Mill & Elevator Equip- 


ment Co., with offices at 606 Cooper 
Building, Denver, Colorado. 
runza, Tony Co., Birmingham, Ala. 

Lindley, o G., or Perry, P. B., former- 
ly operated the Lindley Dye Works & 
Cleaning Plant, 333 Fayetteville street, 
Raleigh, N. C. 

Locke, Chas., formerly in furniture 
business in Alameda and Bakersfield. 

Matthews, Morris, formerly in the 
—— business at 1824 West street, 

ouston, reported left for New Orleans. 

McCandless, R. W., Omaha, Nebraska. 

Mitchell, Walter, last known address 
1023 Ansel road, Cleveland, may now be 
in Washington or Philadelphia. 

Morrison, Mrs. E., formerly conducted 
The Ladies’ Toggery, New Castle, Wyo. 

Nachtrieb, C. D., of Utica, New York. 

Naughton, E. J., formerly located at 
Los Angeles, St. Louis and S. F. 

Peters, Samuel, formerly of Calumet, 
Mich., now supposed to be at Flint, Michi- 
gan, was in the confectionery business. 

Philpott, Walter S., formerly of 700 
Troost avenue, Kansas City, Missouri. 
At one time employed with the Rice Dor- 
man Carnival Shows and is now thought 
to be in Denver, Colorado. 

Price, Ellis R., formerly operated a ga- 
rage in Minneapolis, Minnesota. 

Probasco, R. P., formerly of Room 407, 
38 South Dearborn street, Chicago. 

Reed- Connor Construction Co., 1500 
San Pablo avenue, Berkeley, California. 

Relling, Thor, chemist and assayer, 
formerly at Miami, Oklahoma. New sup- 
posed to be at or near Ranger, Texas. 

Richards, F. H., formerly Peer of 
the Richards Cafe, at Paton, Iowa. 

Rusling, Mrs. Ann Scott, a nurse, for- 
merly of 4519 Sheridan road, Chicago, 
now supposed to be in New York City. 

Rystrom Bros. Drug Store, formerly 
of Elgin, Illinois. ‘Last heard of at 
Rockford, Illinois. 

Scott, . A., formerly 
Ellensburg, Washington; Tenino and Ta- 
coma, Washington. 

Scheinholtz, L., formerly of L. Schein- 
holtz & Co., 874 Broadway, New York. 

Schultz, Herman, formerly operated 
the Schultz Electric Co., Davis, South 
Dakota. 

Schweitzer, W. W., formerly ppaeeed 
a meat market in Toledo, Ohio. 

Shepard, George W., formerly con- 
nected with the Atlantic Lumber Co., 
New York City. 

Sicree, E. M., formerly millinery buyer 
a Henry Morgan Co., Montreal, Que- 
eC 


Smith, Frank, formerly operating a 
threshing machine near Ambherst, near 
Holyoke, Colorado. 

Smith, Hal. J., former address 2039 
Southern boulevard, New York City. 
Was engaged in the jumber business. 

Smith, O. G., formerly located at 
Charleston, North Dakota, and believed 
tc have gone to Grand Forks, North 
Dakota. Is a farmer by occupation. 

Stauffer, J. C., Bloomington, Illinois. 

Sutton, C. N., formerly of Chicago, 
Illinois. 

United Foundry Co., formerly at 543 
West 25th street, New York City. 

Wallace, J. W., formerly located in 
Ogden, Utah. Moved to San Francisco, 
California. 

Wallise, W. J., Blackfoot, Idaho. 

Weathers, Alonzo, Graysville, Georgia. 

Wenger, E. F., formerly conducted a 
cleaning and dyeing business at Green- 
ville, Ohio, and later moved to Dayton. 

White House Market, 2903 Brooklyn, 
Kansas City, Missouri. 

. J. H., Wichita, Kansas. 

World arvester Corporation, also 
operating under the name Homestead 
Tiller Company, New York City, the 
president of which is H. Harvey. 


located at 


THE CREDIT MONTHLY 


Has a Credit Man 
Ever Made Good 
Without Study? 


HE credit man gets ahead 

in his profession by the 

hardest kind of study. His 

work is thorough, analytical, 
thoughtful, conscientious. 


@ The credit man who is not 
standing still is studying new 
methods, studying existing 
laws, studying trade condi- 
tions. This applies to the 
seasoned credit man, the 
financial executive of his com- 
pany, as well as to the young- 
er credit man, preparing him- 
self for larger responsibilities. 


@ Facilities for study, such 
as connot be found elsewhere, 
are now offered in two corres- 
pondence courses. 


CREDITS AND COLLECTIONS 
anp BASIC ECONOMICS 
By the 
NATIONAL INSTITUTE OF CREDIT 


Of the National Asso- 
ciation of Credit Men 


@ These courses consist of 
reading assignments in a 
Text, special lectures and 
practical problems. 


@ Every enrolled student 
gets the Credit Monthly, 
(subscription price $3.00) 
free for a year. Institute 
membership dues $5.00 a year. 
The fee for each course (open 
to Institute members only) 
including all books and nec- 
essary material is $7.50. 


‘-—* 
Write for further information 


National Institute of Credit 
41 Park Row, New York. 


Dear Sirs: You may send me fur- 


TIONS and (or) your course in 
BASIC ECONOMICS. 
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N. I. C. Notes 


CINCINNATI LOCAL CHAPTER 

The Local Chapter of the National In- 
stitute of Credit in Cincinnati joining 
with the local Association, was fortunate 
in having as speakers at their February 
meeting, National Secretary Tregoe, and 
National President Koelsch. ‘ 

J. G. Gruen, presided at the meeting, 
which was marked with great enthusiasm. 
Mr. Tregoe spoke on business conditions 
at the present time. He said among 
other things that “ recovery depends upon 
a free movement of commerce. Buyers 
must be brought back into the market. 
This should bring prices to a firm level, 
from which they are far distant at pres- 
ent. With the free movement of com- 
merce there should be a further deflation 
of credit and currency; and as this de- 
flation progresses our reserve balances 
will rise and gold will be released to 
Europe for the stabilizing of exchanges. 

“The danger point was last April. 
There has been no serious danger since, 
except from an unwise state of mind, 
which the nation must avoid. There 
must arise an energy for the building 
up of our savings and for the exercise of 

rift both in individuals and Govern- 
ment. With eyes cast forward, with con- 
fidence at its very highest, with a strength 
of purpose and determination, we can 
hasten the recovery which should come 
quickly. 

The Cincinnati Chapter numbers 147 
and is thus the largest chapter of the 
National Institute of Credit. 


KANSAS CITY LOCAL CHAPTER 


The first three months of the work in 
the Institute have now been completed. 
The attendance at the sessions has been 
good, and too much can hardly be said in 
praise of the leadership of W. T. Hood, 
president, Thos. C. Sperry, vice-president, 
and R. E. Beebe, chairman of the board 
of governors. The discussions have been 
spirited and full of interest, the main 
subjects considered being, “ Fundamentals 
of Credit Work (Ettinger and Golieb, 
Credits and Collections),” “‘ Business Let- 
ters,” (Gardner, “ Better Business Cor- 
respondence”), “ Scientific Credit Man- 
agement,’ (Gardner, “New Collection 
Methods”), and “Expressive English,” 
(Fernald). 

President Franey, C. L. Davies, C. E. 
Vandell, H. J. Slezak, J. H. Dalton, W. 
H. Potts and Secretary Rose have made 
informal addresses before the Institute. 

Samuel Sosland of the Kansas Citv 
Journal, on “The Financial Page of a 

ewspaper,” William Newman of Strand- 

tg, McGreevy & Co., on “Bonds and 
Other Security Investments,” and Mrs. 
R. E. Beebe, on “Grammar and English 
Elements gf Style,” added much to the 
interest of several sessions. 

In the First Division there is an enroll- 
ment of 68; in the Second Division 52. 


NEW YORK LOCAL CHAPTER. 

At the last meeting of the local chapter, 
Dr. Frederick B. Robinson, Dean of the 
School of Commerce and Finance of the 
College of the City of New York, led 
a discussion on “General Economic In- 
fluences that bear on a Particular Credit 
Situation.” 

Dean Robinson emphasized the fact 
that with the expansion and complication 
of modern business, the personnel of the 
business concern was less a determining 
factor than it had been in the past. He 

eclared that for the purpose of making 
a decision on the credit standing of any 
business, it was necessary for the credit 
grantor to know, not only the condition 
of the concern as indicated by a statement 


American Central Insurance 
Company 
In Saint Louis 


Organized 1853. Chartered by the State of Missouri 
Showing Admitted Assets and Liabilities According to 
Statement filed with Insurance Department of Missouri 


Statement December 31, 1920 


Assets 
Bonds and Stocks 
Loans on Real Estate... . 
Loans on Collateral Se- 


$4,779,497.90 
15,000.00 


Premiums in Course of 
Collection 

Cash in Banks and Office 

Other Admitted Assets... 


896,930.57 
104,726.12 


$6,801,105.81 


Surplus to Policyholders 
Losses Paid Since Organization. .. . 


B. G. Chapman, Jr., President 
Conrad Roeder 


Roy W. Smith 


Liabilities 
Cash Capital $1,000,000.00 


Reserve for Re-insurance 3,860,063.43 
Losses in Process of Ad- 
justment 


Reserve for 


567,232.27 


All Other 
252,456.39 


Net Surplus............. 1,121,353.72 


$6,801,105.81 


$2,121,353.72 
37,833,474.70 


Harold M. Hess, Secretary 
Henry I. Rieman 


Assistant Secretaries 


New England Department, Boston, Mass. 
SIMPSON, CAMPBELL & CO., Managers, . 


Pacific Coast Department, San Francisco, Cal. 
B. GOODWIN, Manager. 


Southeastern Department, Atlanta, Ga. 
LOUIS T. MILLER, Manager. 


Fire, Tornado, Automobile, Riot and Civil Commotion Insurance 


of assets and liabilities, but also the gen- 
eral condition of the industry and the 
relation which that industry bears to 
allied industries and to the ‘general eco- 
nomic structure. The discussion brought 
out many practical experiences in sup- 
port of this point of view. In its pre- 
vious meetings the local chapter has dis- 
cussed the functions of the Credit De- 
partment in normal and abnormal times 
and Credit Insurance. 

The New York local chapter has 110 
members. 

CHICAGO LOCAL CHAPTER 

The Chicago Local Chapter of the Na- 
tional Institute of Credit in its December 
meeting had the good fortune to have as 
a speaker, E. F. Reiter of the Consumers 
Company, who gave a highly instructive 
talk on “ The Component Parts and Func- 
tions of a Credit Department.” Mr. 
Reiter brought with him a set of sample 
office forms for each member present. 

At the November meeting the Chapter 
was addressed by Mr. Gilbert F. Wagner, 
Assistant Manager of the Adjustmert 
Bureau, who spoke on the subject “ Secur- 
ing Accounts by Chattel Mortgage.” 
“ Chattel Mortgages are based on Statu- 
tory Law, which is dependent on statute 
for authority. You must be absolutely 
certain that you have complied with all 
the conditions and instructions laid down 


by the statute (statutes are not the same 
in all States), otherwise you may find that 
your Chattel mortgage is invalidated as 
between parties or against a third party.” 

The Chicago Local Chapter is out to 
double its membership and is making 
rapid progress in that direction. At the 
January meeting there were not enough 
tables to go around for the members of 
the Chapter. The late arrivals had to 
be accommodated in the Cafeteria of the 
Y. M. C. A. The January meeting was 
addressed by Mr. Clarence J. Silber of 
McGoorty, Silber & Woley, who discussed 
“ Single Proprietorship, Partnerships and 
Corporations,” the extent of their liabil- 
ities to creditors and use of a trade name. 


PITTSBURGH LOCAL CHAPTER 

In addition to carrying on classes in 
Wholesale and Retail Credits under the 
instruction of Mr. J. H. Lucas and Mr. J. 
C. Bingham respectively, the Local Chap- 
ter in Pittsburgh has conducted monthly 
meetings which have proved to be of 
great interest and value to the members. 

It has installed for its membership a 
Library in charge of Prof. Montfort 
Jones and has now as a nucleus fourteen 
books which are loaned out to members 
for a period of two weeks. (The Pitts- 
burgh Library idea is a good one. Other 
Chapters should go and do likewise.— 
Editor of the Credit Monthly.) 
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Cash Capital 
$5,000,000.00 


Total losses paid over 
$217,000,000 
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Who bears the fire loss? 


Foe ite 
J 2em" nS 


Too many business men take credit for the Co-insurance Clause in 
their insurance premiums when their coverage is woefully inadequate. 
When loss occurs they stand to suffer to the extent of the deficiency. 
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The burden of such losses in a good many instances involves the 
creditor as well as the debtor, and for this reason it is highly important 


that every debtor should adequately protect his creditors by carrying 
enough insurance. 
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Credit Men would do well to examine very closely 
the character of insurance carried by a company. 


a ee 


This Company’s policies offer broad and absolute protection to every one. It 
is now entering upon its One Hundred and Twenty-ninth year of successful business, 
and is in a stronger position than ever to attend to all your insurance requirements. 
Let us advise you on insuring these INCREASED VALUES. Write the HOME 


OFFICE or any of the following Departments for pamphlet explaining the Co- 
insurance Clause. . 


PELs 


° gPa 2 
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DEPARTMENT MANAGERS 


Z| 


WESTERN DEPARTMENTS 


(Fire) 7s R. TuTrys, Gen. Mgr. 
e 


(Marine) Gro L. McCurpr, Mgr. 
Chicago, Ill. 

PACIFIC COAST DEPT. 
McCLurse KELLY, Manager, 
San Fran » Cal 
SOUTHERN DEPARTMENT 
Rosset N. Hucus, Manager, 
Atlanta, Ga. 


CANADA GENERAL AGENTS 
Roperet Hampson & Son, Lop. 
Montreal, Canada. 


METROPOLITAN MANAGERS 
Dargsy, Hooper & MCDANIEL 
122-126 William St., N. Y. City. 
NEW ENGLAND DEPT 
CHARLES E. PARKER, Manager, 
Hartford, Conn. 
BROKERAGE &SERVICE DEPTS. 
(Fire) Cuas. F. EnpDERLy, Manager 
122-126 William Street 
(Marine) Lawrzncs J. BRENGLE, 
Manager, 

27 William Street 
New York City, N. Y. 


DEPT. FOR CENTRAL AMERICA 
HartTwic Moss Ins. AGENcY, LD. 
New Orleans, Louisiana 
METROPOLITAN MARINE AGENCY 
Piatt, Futter & Co. 

27 William St, New York City 
CUBA GENERAL AGENT 
JACINTO PEDROSO, 
Havana, Cuba 


PORTO RICO AGENCY 


Korser & Co., INc. 
San Juan, Porto Rico 


Any agent or broker can get you a North America policy 


Insurance Company 


of North America 


FIRE PHILADELPHIA 
Explosion, Rent “ Oldest American Fire and Marine 
Tornado, Sprinkler Leakage Insurance Company” 
Leasehold, Use and Occupancy 

Riot and Civil Commotion, Builders Risk 


MARINE 


Registered Mails, Parcel Post 

Tourist Baggage, Salesman Floater 
Horse and Wagon, Cotton (Marine) 
Transit, Automobile, War Risk (Marine) 


Credit Men! These advertisers are buying space in YOUR magazine. 
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Directory of Officers 


Affiliated Branches National Association 
of Credit Men 


Note: 


ham—Birmingham A. C, M. 
itt, Moore & Handley Hdw. 
3 Bec. gore McLester-Van 


ae it H. Eggleston, Chamber 
of merce 


omery—Montgomery A. C. M. 
om. ms, Leon sag Ms Barnett Hard- 


Sec., J MM Holiowayy 81 Vandiver 


Selma—Selma A. C. M. Pres., Geo. 
tT “Treadwell, Atkins Goons Co.; Sec., R. 8. 


Hardware Co. 
SAS, Fort Smith—Vort ee - 


M. Pres, W. J. ary ° 
Baddiry John Law Wredincom Wil 
fiams Hdw. Co.; Asst. Sec., *“\rs. Ethel Bol- 
linger. 
BP evORNIA, ,“ Angeles—Los Angeles 
4.C. M. Cattell, Stetson-Barret 
ta: sec, HU, Te, 812 84 St 
San Diego—Credit Association of 
Soar Lon Smedley, Southwest- 
; Sec. Carl O. Retsloff, 573 
z 
—, San Sense -Gen Francisco A. C. 
M. Pres., Thos. M. Earl, Nolan Earl Shoe 
o.; Sec. Felix S. Jefferies, 605 Wells Fargo 
Bidg. 


San Diego. P 
eS roce 
ls: Theatre 


geton ado. Denver—Denver A. C. 
F. Brueggemann, eh te 
fay, Inc., Sec., c. J. Leimer, ss Con- 
tinental Oil Se; ; Asst. Sec., David F. Lowe, 
07 mrcey 5 ock. 
Paxblo Pueblo A. C. M. Vice-Pres., 
qW. 8. 8. Whipple, Henkel-Duke Merc. Co.; Sec., 
L, P. Nelson, Ridenour Baker Merc. Co.; Asst. 
Rida, Saget” Bi 
. Bridgeport—. ee 
& Pres., C. L. Wooton, A Borriti 


—., Hartford—Hartford A. M. 
C. Del. Altes... JI e a Go. Glaston- 

wry; Sec., EB. 8. Pierce, Inc, 
—, New on ew Haven A. C. M. 
‘HL F. Beebe, Winchester Repeating 
Arms Co. ; Hee. Dean C. Texido, Merchants 


Nat'l. Bank 
COLUMBIA, 


Pres., 


DIST. OF Washington— 
Washington A. C. M. Pres., Edw. B. Adams, 
© B. Adams Co.; Sec., R. Preston Shealey, 
726 Colorado Bldg. 

mera, Jacksonville—Jacksonville A. 
c, M. Pree. W. G. Stedeford, P. O. Drawer 
800; Sec., R. A. Yockey, Cohen Bros. 


Tampa—Tam a os Foe, 
gan mak Bentley, ae Bentley-Gray Dry Goods 


Thayer, Tampa Hdw. Co. 

non Gta,” "Atlanta’—Atianta A. CM. 

Pres. H. §. Collinsworth, Gramling, Spald- 

ing & _¥ hy Sec, H. L. Wayne, 
Chamber of Commerce Bldg. 

Augusta—Angusta A. C. M._ Pres., 

Paul & ustin, Augusta Grocery Co.; Sec., R. 

4. a Heath, Bolster & Turner. 


con—Macon A. C. M. Pres., J. T. 
Sec., J. 


Macon Pa Co. Tom 
beat sR. Jaques & Tinsle “bo. ; Mer., A. Fr. 
Room 15, Jaques Bldg. 

—. Savannah—Savanna a. & eM; 
8. Mohr, L. Mohr & Sons, Secy. F. P. 

tt, Georgia § Supply Co., P. O. Box 1176. 
AHO, Boise—Boise A. C. M., Ltd. Pres., 
Devtieon Davidson Grocery Co.; Sec., 
yt Dirks, 216-218 Boise City Nationai 


(LING 

8. ree Culenge A, C.M. Pres., 
Whitty, Schoenbrun & Co.; Sec. 

4. FOReete, 1 South La Salle St. 

——, Decatur—Decatur A. C. M. 

g. Crawford, Shella Elevator —_ 3 

Se, W. 1. Hull Decatur y GM. P Pres., 

——, es esbu 

James KE. Marks, Weinberg. Bros. ; J. 


Wilts Peterson, Galesburg Chamber of tax 


tou G. 'N Newman, Newman & Ullman; Sec., E 
J. Galbraith, Lehman Bldg. ak me 


Quincy—Quiney A. 

Thomas, oun — ae Co. ; - Frank 
n ‘on: one 

7 re 


Schann Soa" ~ fe ms : 


“gprineteld A. 
pital city: Pa -_ oR. ; 
0. 
She a Pe M. 
‘Funagher:B Blount Plow Aske: 
Voss, Furniture ge ah Bide. 
He Warne ae a 
ayne Box mp - 
arti Ww. Parry, éiL. Shoaff Bld pa yi 
Indianapolis—Indianapolis 1 ‘Cc. M. 
Morphy, City Trust Company; 


Pres., 


A. C. M. means Association of Credit Men. 


Sec., Lawrence G. Holmes. 212 Chamber of 
commerce Bidg. 
. Muncie—Muncie A. L M. Pres., 
Ray A. Schuster, Moore Com Sec., Thos. 
E. Bracken, Silverberg, Brac - i Gray, 
South Bend—South Bend Cc. M. 
Pres., F. C. Grimes, h Mishawaka Woolen Mfg. 


Co., Mishawaka, I low, 
Kawneer Manufacturin: Co., Niles, Mich. 


, Terre Haute—Terre Haute A. C. M. 

Pres., Benjamin Heer, Power Supply Co.; 

Sec., “Walter W. Shook, C. W. Bansrmelster 

Com any. 

WA, Cedar Rapids—Cedar Rapids A. Cc. 

ue Pres., C. B. Harter, T. M. Sinclair Co.; 

Sec., J. J. Lenihan, 504 Mullin Bldg. 

p Davenport—Davenport A. C. M. 
Pres., P. Lagomarcino, Lagomarcino-Grupe 

Co.; Sec. Jeaes Petersberger, 222 Lane Bl . 
Moines—Des Moines A. C. M. 

ay es... dear Hearshman, Des Moines Drug 

n E. Neiman, 421 Fleming Bidg. 

——, Ottumwa—Ottumwa A. C. M. Pres., 

Jesse ‘Spurgeon, Samuel Mahon Co.; Sec., 

oux City A. C. M. 


Wm. A. a. 114 S. Market St. 
. mene a a 
Pres., W. M. Derthick, Jr., Johnson, Biscuit 
Company; Sec., John Bohm. Sioux City Iron 
Company : Asst. Sec., Peter Balkema, 601 
Trimble Bldg. 
Waterloo—Waterioo A. C. M. Pres. 
W. R. Cole. The Fowler Co.; See, G. B. 
Worthen, 412 L. & J. Bldg. 
KANSAS, Wichita—Wichita A. C. M. Pres.. 
Guy M. Truex, Morton-Simmons Hdw. Co.; 
Sec., Harry D. Howard, Massey Iron Co.; 
Asst. Sec., M. E. Garrison, 1011 Beacon ao 
KENTUCKY, Lexington—Lexington A. C. M 
qe H. A. Power, Power Grocery Co.. Paris, 
: 'Sec.. John D. ‘Allen, 412 Fayette Nation- 
i’ Bank Bidx. 
——, Louisville—Louisville A. C. M. Pres., 
Charles A. Jenson, Louisville Paper 5 
Acting eee Miss Ora Jackson, U.¢S 


Trust Co. 
| LOUISIANA. New Orleans—New. Orleans 
c. a G. Owen Vincent, Commer- 
cial Trust & Savings Bank: Sec.. T. J. Bart- 
lette, 608 Canal Louisiana Bank Bldg. 
MARYLAND. Baltimore—Baltimore A. C. 
M. Pres., Henry E. Treide, Treide & Sons; 
Sec., Ira L. Morningstar, 100 Hopkins Place. 
MASSACHUSETTS, Boston—Boston A. C. 
M. Pres., Edward P. Tuttle. Atlas Shoe Co.: 
Sec., —— A. Whiting, 77 Summer St. 
eae Massachusetts 
Stanley S. Shepard, Try Me 
Mite. “Oo Westfield. Mass.; Sec.-Treas., F. H. 
Belden, Ir.. P. O. Box 127. 
> Ticeccahen = Ueaseser A.C. M. Pres. » 
e. & Zimmerman. Graton & Knight Mfg. Co. : 
Sec., H. L. Barker, H. E. Smith & Son. 
MICHIGAN. Detroit—Detroit A. C. M. 
Pres., r R. Ailes. Detroit Steel Products 
Co. ; ‘Sec., Frank R . Hamburger, 622 Farwell 


Bldg. 
. Grand Rapids—Grand Rapids A. C. 
M. Pres., R. M. Bremer, Grand Rapids Nat. 
City Bank ; Sec., Frank V. Blakely 302 Michi- 
gan Trust Bldg. 
——. Talamasen — Kelamance A ¢. ©. 
Pres., Chas. B Bard. Kalamazoo. Mich.; 


pee F. G. Dewey, Kalamazoo City Savings 
ank. 


Longing —Lansing A.C. M. Pres., W. 
e. Dudley, Dudley apes Company : Sec., J. 
Earle Brown, Lansing, Mich 
ginaw— orth Bastern Michigan 
Cc. M. W. T. Hubbard. Standard Of! 
Go. Sec., Lyle M. Clift, Bay City, Mich. 
MINNESOTA, Duluth — Duluth A. C. M. 
{i Duluth-Superior). Pres., A. B. Anderson, 
luth Plumbing oy lies Co.; See, E. G. 


Robie, ‘ i panes Paes Mea CM 
a aneepel s ! 5 


Ma Ballebury, 

Salisbury & es 
og ot 2 Hawkins, ng) McClellan’ P &* >. 
Paul—St. Paul A. 

Geo. I. Eben St. Paul Toandsy Co. ; — 
Geo. C. Power, St. Paul Blectric Co. 


ag Kansas City—Kansas City A 


é: Pres. Franey, Commonwealth 
Nat. Bank; Sec., F. B. Rose, 308-7 New Eng- 


land Bldg. 
——, St Joseph —St. Joseph A. C. M. 
Pres. @ A. Welle, J. 8. Brittain D. G. Co.: 
: = N. Van Horn, American National 


. St. Louis—St. Louis A. C. M. Pres., 
Eugene Stern, aa, ere. Co.; See., 

GF. Bentrup, 510 Locust 8S 
MONTANA, Sitmens aetiaee A. & we 
W. W. Beeman, Billings Hardware Co. ; 


Pres., 
‘Sec., H. C. Stringham, 306 Hart-Albin Block. 
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——, Butte—Butte A. C. i e W. P. 
Wilson, Henningsen Produce s We mm 
Co. Asst. Sec., 


Dulreame. Montana Hardware 

. E. Clawson, Ind., Telephone Bl 

—, Great Falis—Northern Montana A. 
Cc. M. rom a t Sausen, Crane & Ordway 
Co. ; Sec.. Ignatius, oe — Bldg. 

‘ ee elena A. M. Pres., M. 

V. Wilson, Helena Hardware aa ; Sec., P. G 
Schroeder, Room 9, Pittsburgh Blk. 


NEBRASKA, Hastings—Hastings A. C. M. 
Pres., C. F. Hay, Stacy, Scott Co.; 
George V. Yeoman, Hastings Bottling Co. 

Lincoln—Lincoln A. C. M. Pres., W. 

L, Greenslit, University Publishizg Ce. ; See. 

Guy C. Harris, Schwarz Paper Co. 

. maha—The Ovaha A. C. M. 
Pres,. C. F. eae. U. S_ National Bank ; 
at Eugene Atkins, Byrne & Hammer D. @. 
‘0. 


NEW JERSEY, Newark —Newark A. C. M. 
Pres., Spencer C Marsan, Nat'l. Newark & 


Essex Banking Co.; sec., George A. Kuhn, 
790 Broad St. 


NEW YORK el A. b 
Pres., Spencer é. Gunn, A. P. Paper “Co. : 
Sec., Charles R. Parks, Helderberg Cement Co. 
——, Buffalo— Buffalo A. C. M. 
Wm. F. Chase, Citizens’ Commercial Trust 
Co.; Sec., Howard C. Ferrell, 1001 Mutua) 
Life Bldg. 
New York—New York A. C. M. Pres., 
eS Bainbridge, oF Chas, T. Bainbri 
.° Brooklyn, N. ; Sec., A. H. Alexander, 
320 Broadway. 
. Rochester—Rochester A. C. M. Pres.. 
Henry Ww. Kimmel, Taylor Instrument Com- 
panies; Sec., Eben Halley, 74 Riteewey Ave. 
, Syracuse—Syracuse A. Pres., 
> W. Barnard. Semet Solva: a Solvay, 
. Y.; Sec, F. J. Benner, au illage Bldg. ‘ 
Pres., Hoy 


. Utica—Utica A. 
L. Jamison, Utica Piambing gaopiy Co. ; Sec., 
airbanks Co., 418 


J. Logan Gollegly, The 
John S 

NORTE CAROLINA, Charlotte—Chariotte 
A. C. M. Pres., L M. Hipp, Sehorn & Hipp 


Company; Sec., Mrs. M. M. Sifford, c/o 
Charlotte Merchants Ass’n. 


NORTH DAKOTA, Fargo—Fargo A. C. M. 
Pres., H. E. Reynolds, picGrese- Reynolds 
Co.; Sec., H. L. Loomis, N. W. Mutual Sav- 
ings & Loan Association. 

. Grand Forks—Grand Forks A. C. M. 
Pres., M. & Bacheller, Northwestern Trust 
Co. ; Sec.. H. Booth, Congress Candy (o. 

‘ laine -Mateot A. C. M. Pres., F. C. 
Upton, Minot Motor Sales Co.; Sec, B. A. 
Balerud, c/o Union National Bank. 


OHIO, Cincinnati— Cincinnati A. C. M. 
Pres., Geo. J. Gruen, Gruen ‘Watch Co., Time 
Hill, Cincinnati, O.; Sec., R. M. Byland, 1503 
Union Trust Bldg. Pr 

es. 


Cleveland—Cleveland A. C. M. 
J. E. Campbell, Sherwin Willams Co., 601 
; Sec., D. W. Cauley, 322 Engi- 


Canal Roa 
neers’ Bldg. 

. Columbus—Columbus A. C. M. Pres., 
E. E. Althoff. G. W. Bobb Co.; Sec., Benson 
G. Watson, 411-420 New First National Bank 


Bldg. 

. Dayton—Dayton A. C. M. Pres., 
Fred W. Hecht. American ,National Bank: 
Sec.. N. F. Nolan. 607 Scnwind Bldg. 

. Portsmouth—Portsmouth A. C. M. 
Pres., T. E. Lanier, Gilbert Grocery Co.; Sec.. 
H 


B. A. Leichner, Standard wa pig, Co. 
Toledo—Toledo A. . ; 

Kirtland, The Kirtland Co.; he. Fred A. 
eaen 723 Nicholas Bldg. 

— —, Youngstown—Youngstown A. C. M. 
Pres., A. A. Walker, The General Fireproofing 
Co.; Sec.. W. C. McKain, 1105-7 Mahoning 
National Bank Bldg. 

OKLAHOMA, Oklahoma City — Oklahoma 
City A. C. M. Pres., Crahan, William- 
son-Halsell Frasier Co. ; ; Sec., Bugene Miller, 
Magnolia Bldg. 

Tulsa—Tulsa A. C. M. Pres., A. K. 
Dawson, Dawson Produce Co.; Sec., W. A. 
son, Municipal Bldg. 

REGON, Portland —- Portiand A. C. M. 
Pres., H. J. Parr, a & Company, No. Port- 
land, Ore. ; a E. W. Johnson, ee Cal- 
houn & Johns 

PENNSYLVANIA, Allentown—Le Val- 
ley A. C. M. Pres., George T. Haske pee. 
a Trust Co., Bethlehem, r.; H. 

Relnhess. 402 Hunsicker Bldg. 

arrisburg — Harrisb vt . = 
Pres., Pa Claster, 1 119 South 2d St. ; 
B itting Co. 


Pres., W. E. Waddington 
Roy M. Jamison, $82 
Trust B 


eter A. C. M. 
Pres., J. Spencer Brock, Young, Smyth Field 
Company ; Sec., David Longacre, 1011 
Chestnut St. 
i prthangh——Seeeen h A. c. M. 
Pres., T, K. Cree, Alling & Cory Co.; Sec., 
. C. Ellis, 1218 Chamber wn Commerce Bidg. 
——, Reading—Reading A. C. M. Pres., 
E. J. Morris, Reading Wholesale Grocery Co. ; 
Sec., Geo. W. Mayers, Kurts & Mayers. 
—.,_ Wilk en Barre—- Wilkes. Barre a: ¢ &. 
Pres., D. H. < Crocker, c/o Crocker Grocery 
Co. ; Sec., Geo. H. McDonnell, 316-320 Miner’s 
Bank Bldg. 


ee Hutton Co. ; 
Safe Deposit & 
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RHODE ISLAND, Providence—Providence 


Cc. M. Pres. L. F. Cobb, Cooper & Sisson ; 
on G. Elmer Lord, Belcher & mis Hdw. 


SOUTH DAKOTA, Sioux Falls—Sioux 
Falls A.C. M. Pres., T. M. Manchester, Man- 
chester Biscuit Co.; Sec., BR. Hall, Farley 
Loetscher Company. 


Pa ye _ Geetteneees 
. Pres., . ey, 
Wheelbarrow Co.; Bee, G.. R. —— 
Loomis & Hart Furniture Co. 

——, Knoxville—Knoxville A. C. M. Pres., 
. M. Barnett, Farris-Fuller Crenshaw Co. ; 
Sec., F. E. Barkley, C. M. McClung & Co. 

——, Memphis—Memphis A. C. M._ Pres., 
WwW. A, ‘Woodmansee, Goodbar & Co.; Sec., A. 
P. Old, Anderson-Tully Co.; Asst. Sec., Miss 
giaer* Hess, 2d Floor, Chamber of Commerce 


—, Nashville—Nashville A. C. M. . 
RB. P. Crockett, Murray, Richardson Debrell 
Shoe Co.; Sec., Chas. H. Warwick, 808-805 
Stahiman Bldg. 

TEXAS, Austin—<Austin A. C. M. Pres., 
A. J, Eilers, McKean-Eilers Co.; Sec., Mra. 
R. L. Bewley, P. O. Box 1075. 


——, Dallas—Dallas Wholesale Credit 
Men’s Association. Pres., J. C. Riser, Boren- 
Stewart Grocery Co.; Sec., B. C. Scott, Texas 
Drug Company. 

——, Bl Paso—tTri-State A. C. M. Pres., 
C. 8. Nasits, American Grocery Co. ; Sec., T. 
EB. Blanchard, 622-8 Caples Bldg. 


——, Fort Worth—Fort Worth A. C. M. 
Pres., i. R. Elbert, a Platter Grocery 
Co.; Sec., E. G. Parker, King Candy Co. 


. Houston—Houston A. C. M. Vice- 
President, Max R. Robson, The Schumacher 
Co.; Sec., Frederick W. Mozart, 315 First 
National Bank Bldg. 


. Paris—Paris Wholesale A. C. M. 
Pres., Walter G. Moore, Collins & Moore ; Sec., 
Maury Robinson, 0. L. Gregory Vinegar Co. 

—, San Antonio—San Antonio A. C. M. 
Pres., Arthur Horine, Pioneer Flour Mills; 
Sec., H. M. Hart, City National Bank; Mgr., 
ge A. Hirsh , Chamber of Commerce, 
818 Alamo Natio Bank Bidg. 

—, Waco—Waco A. C. M. 
Deeley, Behrens Drug Company; Sec., Theo- 
dore H. Ray, First State Bank. 

UTAH, Salt Lake City—Inter-Mountain A. 
Cc. M. Pres... F. A. Pyke. Pyke-DMrnehi Co. : 
Sec., Robert Peel, Symns Utah Grocery Com- 
pany: Asst. Sec., Walter Wright, P. O. Box 


Pres., 8. E. 


VERMONT, Burlington—Vermont A. C. M. 
eres. qenre H. r, Hagar Hardware & 


0.; Sec., Neil L. Stanley, P. O. Box 


VIRGINIA-TENNESSEE, Bristol — Bristol 
A. C. M._ Pres., E. M. Woolsey, Head Lips- 
comb McCormick Co.; Sec., Geo. D. Helms, 
Gibson Candy Co. 

VIRGINIA, Lynchburg—Lynchburg A. C. 
M. Pres., W. Ward Hill, Hill Buggy & Wagon 
Co.; Sec., John H. Davis, Craddock Terry Co. 

—, Sowpert News—Newport News A. C. 
M. Pres., R. J. Charles, Cole Tobacco Co. ; 
Bec., N. B. Cofer, Cofer Smithfield Products 

0. 

——, Norfolk—Norfolk-Tidewater A. C. M. 
Pres., H. G. Barbee, Harris Woodson Barbee 
co Sec., Shelton N. Woodard, 1700 Granby 


——, Richmond—Richmond A. C. M. Pres., 
w. 8. Jones, Virginia Carolina Chemical Co. ; 
Sec., Jo Lane Stern, 1106 Main St. 

‘ Roanoke—Roanoke A. C. M._ Pree. 
H. W. Hobson, Roanoke City Mills; Sec., R. 
M. Winborne, Roanoke Grocery & Milling Co. 

WASHINGTON, Seattie—seattie A. C. M. 
Pres., N. Hallgren, Puget Sound Light & 
= Co.; Sec., B. B. ung, 71 Columbia 


—-, Gpckane—Soane Merchants’ Asso- 

ciation. .. R. B. Patterson, Spokane Dry 

Goods Co.; Sec., J. B. Campbell, 718 Realty 

Bldg. ; Asst, Sec., James D. Meikle, 718 Realty 
g. 


, Tacoma—Wholesalers Association of 
Credit Men; Pres., A. B. Coulter, Tacoma 
Pa & Peptoaecy Co.; Edward B. Lung, P. 


oO. x 7. 

WEST VIRGINIA, Bluefield-Graham—Blue- 
field-Graham A. C. M. Pres., B. Hancock, 
Peerless Flour & Feed Co., Bluefield, W. Va. ; 
ora: P. Ryan, Bluefield Bakery, Bluefield, 

. Va. ° 

——, Charleston— Charleston A. C. M. 
Pres., Dean Reed, Kanawha Mfg. Co.; Sec., 
Ave seetant, Charleston Association of 


en. 

—, Copseatnas — Gentoal West Virginia 
A. C. M. Pres., Bert Evans, Morris Grocery 
Co.; Sec., U. R. Hoffman, Union Bank re 

. Huntington — Huntin on A. C. M. 
Pres., H. 8. Potts, Norvell ambers Shoe 
.; Sec., C. C. Harrold. 

Parkersburg — Parkersburg-Marietta 
A. C. M. Pres., P. EB. Brown-Kendal! 
Co. ; ., FB. J. Glass, Bal Tool Works. 

——, Wheeling—Wheeling A. C. M. Pres., 
H. F. Gordon, 1 Atias Glass Company: 
Sec., Alvin Winters, 31 McClain Bldg 


WISCONSIN, Fond du Lac—Fond du Lac 
A. C. M. Pres., W. J. Nuss, Nuss Lumber 
Lo. ; Sec., A. P. Baker, 91-83 South Main 5st 

—, Green Bay—Wholesale Credit Men's 
Association of Green eer. Pres., Frabk C. 
senting, Frank C. Schi ig, Co.; Sec, J. V. 
Rorer, 301 N. Washington St. 

. Milwaukee — Milwaukee 
Pres., Gordon M, 
Sec., James G. Romer, er 

——, Oshkosh bh A. C. M. . 
Geo. G. Meyer, Waite Grass Carpet Co.; Sec., 
Chas. D. Breon, Room 2, 11 Algoma St. 


INFORMATION 
WANTED 


Members receiving orders or having 
business dealings with the following par- 
ties, kindly communicate with the Nation- 
al Association of Credit Men, 41 Park 
Row, New York, N. Y. 

National ae Company, C. P. Wil- 
son, Proprietor, 7/0 W. Chippewa Street, 
Buffalo, N. Y. 


Big Baltimore Meeting 


Baltimoere.—President Koelsch and Sec- 
retary-Treasurer Tregoe of the National 
Association of Credit Men addressed a 
large and enthusiastic meeting of the Bal- 
timore Association of Credit Men at the 
Southern Hotel on January 27 

W. Howard Duncan, Vice-Chairman of 
the National Membership Committee, has 
set a goal of 900 for the membership of 
the Baltimore Association. This is twenty 
members more than the goal set for Balti- 
more by the National Association Mem- 
bership Committee. 


Johnstown Organization New 
and Active 
ohnstown, Pa.— Although organized 


= last month, the Johnstown Associa- 
tion of Credit Men is making marked 


progress. George F. Lee, president of 
the association, is going ahead rapidly 
with ambitious plans for the future of 
this organizafion. Mr. Lee has the sup- 
port of the leading business men of this 
city in his plans for having the new asso- 
ciation function efficiently. It is pro- 
posed to have a high class, paid secretary 
who is to give all of his time to looking 
after the interests of the new association. 
A Credit Interchange Bureau, an Adjust- 
ment Bureau and an Investigation-Prose- 
cution Department will be installed. More 
than thirty of the leading business men 
of Johnstown have pledged themselves to 
support the new association. 

erfection of the Johnstown Associa- 
tion of Credit Men as an independent 
body took place on Wednesday evening, 
February 9, when addresses were de- 
livered by A. D. Sallee, credit manager 
of the Farmers’ Deposit Bank of Pitts- 
burgh, and Arnold A. Mowbray, manager 
of the membership department of the 
National Association of Credit Men. 
These men came to this city at the invita- 
tion of Mr. Lee who told his fellow cit- 
izens some of the benefit he had derived 
through being an individual member of 
the National Association of Credit Men. 

Officers of the association are George 
F. Lee, President; William H. Walker, 
First Vice-President; A. M. Custer, Sec- 
ond Vice-President, and George L. 
Brown, Temporary Secretary-Treasurer. 
On the Board of Directors are George 
F. Lee, G. W. Swank, W. R. Thomas, 
{~ W. H. Walker, A. M. Custer, L. F. 

auffman, H..M. Tarr, C. A. Byers and 
C. L. Ferguson. 

A membership campaign is now being 
conducted to interest all of the business 
men of the city in the Credit Men’s Asso- 
ciation. ; 


* in the 


THE CREDIT MONTHLY 


Tribute to Claiborne Adan 


El Paso.—The Directors of the Ty. 
State Association of Credit Men held 4 
special meeting to pay tribute to the mem. 
ory of Claiborne Adams, one of the firs, 
members of the association and among 
El] Paso’s most prominent business men, 

Mr. Adams was a man upon whom his 
friends and associates in business were 
accustomed to rely, a man who could be 
depended upon to fulfill his contracts to 
the letter. He was chairman of the firs 
meeting at which the organization of the 
Tri-State Association was considered, 
and it was largely due to his interest and 
loyal support that the association took 
form in 1918. 


B. C. McQuesten 


Ottowa, Kansas——From B. C. McQues- 
ten, Jr., secretary and treasurer of the 


- Ottowa Mortgage Co., Ottowa, Kansas, 


comes the sad news of the death of his 
father, B. C. McQuesten. B. C. Me 
Questen, Jr., was for many years head 
of the membership department of the Na- 
tional Association of Credit Men He re. 
signed in 1920 in order to return home 
and care for his father, whose death 
occurred at the age of eighty-six. The 
hundreds of friends of Mr. McQuesten, 
Jr., will deeply sympathize with him in 
his sorrow. 


Successful Chicago Innovation 


Chicago.—On the occasion of its Mi¢- 
season Meeting the Chicago Association 
of Credit Men departed from the formal 
banquet program and announced an in- 
novation, caused an unprecedented attend- 
ance, filling the Grand Ballroom at the 
Hotel La Salle to capacity. A buffet lunch 
was served at 6 o'clock, the guests helping 
themselves at counters set around two 
sides of the room. This lent at atmos 
phere of delightful informality to the 
occasion and encouraged a greater “ get 
together” spirit among those present 
than is possible at formal dinners. 


There was plenty of music throughout 
the evening by an excellent orchestra 
There was group singing under the direc 
tion of Rupp and Linden. A number of 
fellowship songs were sung, includi 
such well known old favorites as “Hi 
Hail!” (expurgated), “School Days,” 
“Sweet Adeline,” “The Long, Long 
Trail,” “ Smiles,” and “ Illinois.” 


A special attraction was the presence 
of Pay Demneee, better known perhaps 
as “His Honor, Abe Potash,” who graced 
the speakers’ table, and before lena 
for the theatre, favored the audience wi 
a little impromptu talk, the inimitable 
humor of which made a great hit. Fol 
lowing this, Miss Rita Smith, attired in 
a Southern costume of the 1860's, sang 
“My Old Kentucky Home,” and other 
old plantation melodies to the accompani- 
ment of a banjo, all of which were 
greatly appreciated. 

R. G. Elliott, Vice-President, presid- 
ing in the unavoidable absence of Presi- 
dent Whitty, called upon Samuel C 
Osborn, Chairman of the Membership 
Committee, who gave a short, forceful 
talk on that subject of perennial interes) 
membership. “In the period just ah 
of us,” he said, “the credit man is going 
to be a more important factor in every 
business than he was in the days just 
past when everybody had plenty of money 
and bills were paid promptly. He should 
therefore take advantage of these educa 
tional privileges in order that he may be 

the greatest possible value to his houst 
ifficult times ahead.” 
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Adjustment Bureaus 


Directory of Bureaus Conducted by Local Associations of 


Credit Men 


CALIFORNIA, Los Angeles, F. C. De Lano, Mgr., Higgins Bldg. 


CALIFORNIA, San Diego, Carl O. Retsloff, Mgr., 573 Spreckles Bldg. 
Carl O. Retsloff, Ch rman. * ¥ 4 . 


*CALIFORNIA, San Francisco, Board of Trade of San Francisco. 


STRICT OF COLUMBIA, Washin R. Preston Shealey, Sec’ 
Det Migr. 726 Colorade Bids.” hones 


LORIDA, Jacksonville, A, J. Brown, Mgr., 905 Bisbee Bldg, M. 8. 
° Pollak, Chairman, care Benedict’ Pollak Co, » 


FLORIDA, Tampa, 8S. B. Owen, Mgr., 5 Roberts Bldg. 
GBHORGIA. Atlanta, R. Y. Barrett, Mgr., 304 Chamber of Commerce 
Bldg. Robert E. Harvey, Chairman, Fourth National Bank Bldg. 


WORGIA, A ta, W. B. Oliver, Mgr., 6 Campbell Bl Milledge 
. Murphey, Clarmas, Care Murphey & Co. . = - 


HORGIA, Macon, A. F. McGhee, Mgr., Room 15, Jaques Bldg, A. F. 
* McGhee, Chairman, siete — . 


"IDAHO, Boise, D, J. A. Dirks, Mgr., Boise City National Bank Bldg. 
Cc. J. Northrup, Chairman, care Northrup Hardware Co, 


ILLINOIS, Chicago, M. C, Rasmussen, Mgr., 10 South La Salle St. 
D. J. Evans, Chairman, care National Lead Co., Illinois, Peoria. 


ILLINOIS, Gpringtal, Chamber of Commerce, Miss Edna Lennox, 
City Hall. 


INDIANA, Evansville, H. W. Voss, Mgr., Furniture Exchange Bldg. 
A. W. Hartig, Chairman, Care Hartig Plow Co, 7 . 
INDIAN 


Muncie, Thomas E. Bracken, Mgr., Delaware County Na- 


tional Bank Bldg. K. A. Oesterle, Chairman, De 
National Bank, . i re ay 


mee. South Bend, L. M. Hammerschmidt, Mgr., 710 J. M. 8. 


10WA, Cedar Rapids, J. J. Lenihan, Mgr., 504 Mullin Bldg. 
1OWA, Davenport, Isaac Petersberger, Mgr., Lane Bldg. 


1OWA, Des Moines, Don EB. Neiman, Mgr., 421 Fleming Bldg. Ray- 
0. 


mond Hurst, Chairman, care Brown-Camp Hdw. C 
OWA, Ottumwa, Wm. A. Hunt, Mgr., Phoenix Trust Bldg. 


IOWA, Sioux City, Peter Balkema, Mgr., 601 Trimble Bldg. H. C. 
Reed, Chairman, care Wm, Tackaberty Co. ae 


KANSAS, Wichita, M. BE. Garrison, ., Suite 1011 Beacon Bidg. 

Joha B. House, Chairman, care Lehmann Higginson Grocer Co. 
KENTUCKY, Lexington, John D. Allen, Mgr., 412 Fayette Bank Bldg. 
KENTUCKY, Louisville, Charlies A. Fitzgerald, . 45 U. 8S. Trust 


Co, Bldg. P. B. Bethel, Chairman, care Falls City Clo. Co. 
LOUISIANA, New Orleans, T..J. Bartlette, Supt,, 608 Canal Lou- 
isiana nk Bldg. Geo, Grundman, Chairmen, care Albert 
Mackie Co. 
MARYLAND, Baltimore, Ira L, Morningstar, Mgr., 100 Hopkins 
eee H. W. Bennett, Chairman, core Rice Hutchins iti- 
0. 


MASSACHUSETTS, Boston, H. A. Whiting, Secretary, 77 Summer St. 
MASSACHUSETTS, Springfield, E. H. Cullen, Mgr., Room 2424, 31 
— St. Marcus H. Smith, Chairman, care Sturtevant, Merick 


MASSACHUSETTS, Worcester, Adjqustment Bureau of Worcester 
Ass'n of Credit Men, EF. . Cullen, Commissioner, 518 Park 
Bidg., G. A. Streeter, Chairman, care Brewer & Co. 

MICHIGAN, Detroit, G. C. Montgomery, Mgr., 622 Farwell Bldg. 


MICHIGAN, Grand Rapids, Frank V. Blakely, Secretary and Man- 
ager, 302 Michigan Trust Bldg. F. E, Martin, Chairman, care 
Valley City Milling Co. 

MINNESOTA, Duluth, The Duluth Jobbers Credit Bureau, Inc., E. 
G. Robie, Mgr., 415 Lonsdale Bldg. . 

MINNESOTA, Minneapolis, The Northwestern Jobbers’ Credit Bureau. 
W. A. Marin, Mgr.., 241 Endicott Bldg., St. Paul. 

MINNESOTA, St. Paul, W. A. Marin, Mgr., 241 Endicott Bldg. 

MISSOURI, Kansas City, F. B. Rose, Mgr., 303-7 New Eng- 
land Bldg. ; W.F. Trueblood, Chairman, care H, D. Lee Merc. Co. 

MISSOURI, St. Louis, G. F. Bentrup, Mgr., 510 Locust St., G.°H. Fox, 
Chairman, care Goddard Grocer Co. 

MONTANA, Billings, H. C. Etringham, Mgr., 306 Hart-Albin Block. 
INTANA, Great Falls, Northern Montana Association of Credit 
Men, W. L. Ignatius, Mgr., 216 Ford Bldg. W. M. Fergus, Chair- 
man, care Ryan Mercantile Cc. ’ 

NEBRASKA, Lincoln.—Same as Omaha. G. L. Richmond, Chair- 
man, care J. C. Ridnour Co. 


*Not controlled by but affiliated with San Francisco Association 
of Credit Men. 





Adjustment Bureau Work 


Norfolk-Tidewater—The Norfolk- 

idewater association closed the yeat 
1920 with 160 active, energetic, aggressive 
concerns among its members. The Credit 
Exchange Bureau of the association dur- 
ing the year has been furnishing an aver- 
age of 1,000 reports per month and the 
Adjustment Bureau has established a rec- 
ord during the last six months of the 
year of averting insolvencies and bank- 
tuptcies, saving attorneys’ fees and heavy 
costs by handling the cases of bankruptcy 
fconomically. At the regular weekly 
meetings of the association there is a free 


bad information. 


exchange of information, and one of the 
points that President Barbee has insisted 
upon is that good information about a 
merchant be brought forward as well as 


President Barbee has 
declared that the man who has an espe- 
cially good customer who pays his bills 
regularly and promptly should give the 
man the benefit that comes from having 
his name mentioned publicly in the trade. 


Activity in Wheeling 
Wheeling. — Under the presidency of 
H. F. Gordon, of the Hazel Atlas Glass 
Co., the Wheeling Association of Credit 


NEBRASKA, Omaha, A. E. Royce, Mgr., 420 Peters Trust Bidg. 

NEW JERSEY, Newark, George A. Kuhn, Mgr., 790 Broad St. W. 
Van H. Ezerman, Chairman, care General Leather Co. 

NEW YORK, Buffalo, W. B. Grandison, Mgr.. 1001 Mutual Life Bidg. 
Emil Wohbler, Chairman, c/o Harvey Seed Co. 

OHIO, Cincinnati, R. M. Byland, Secretary, 1508 Union Trust Bidg. 
J. C. Herbert, Chairman, care Bischof, Sterne & Stein Co. 

OHIO, Cleveland, T. C. Keller, Commissioner, 318 Engineers’ Bidg. 
J. B. Davis, Chairman, care The Ohio Body & Blower Company. 

OHIO, Columbus, B. G, Watson, Mgr., 411 The New First Nationa) 
Bank Bidg. 

OHIO, Toledo, F. A. Brown, Mgr., 723 Nicholas Bldg. 


OHIO, Youngstown, W, C. McKain, Mgr., 1105 Mahoning Nationa! 
Bank Bldg. 


OKLAHOMA, Oklahoma City, Eugene Miller, 
Petroleum Bidg. Carl F. 
Dietz-Morris Co. 

OKLAHOMA, Tulsa, W. A. Rayson, Mgr., Municipal Bldg. L. L. 
Maxey, Chairman, care Campbell Baking Co. 

OREGON, Portland, W. B, Layton, Mgr., 641 Pittock Blk. O, Middle 
ton, Chairman, care Blake McFail Co. 

PENNSYLVANIA, Allentown, Lehigh Valley Association of Credit 
Men, J. H, J. Reinhard, Mgr., Hunsicker Bldg. 

PENNSYLVANIA, New Castle, Roy M. Jamison, Mgr., 332 Safe De- 
posit & Trust Co., Bidg. Rudolph Stadelhofer, Chairman, care 
Armour & Co. 

PENNSYLVANIA, Philadelphia, David A. Longacre, Mgr., Room 801, 
|g Chestnut St, Harry Deitsch, Chairman, care Otto Hisenlobr 

ros. 

PENNSYLVANIA, Pittsbur; A. C. Ellis, Mgr., 1213 Chamber of 
Commerce Bidg. F, M. Weikal, Chairman, care A. J. Logan & Co. 

RHODE ISLAND, Providence, Mgr., 1117 Turks Head Bldg. H. J. 
Bryden, Chairman, care of Armour & Co. 

TENNESSEE, Chattanooga, J. H, McCallum, Mgr., Hamilton Nationa! 
a Bldg. W. G. MacDonald, Chairman, care United Hosiery 

8. 

TENNESSEE, Knoxville, F. BE. Lowe, Mgr., 620 Holston Nationa! 
Bank Bldg. F. BE. Lowe, Chairman. 

TENNESSEE, Nashville, Chas. H. Warwick, Mgr., 803 Stahiman 
Bldg. Green Benton, Chairman, care J. 8. Reeves & Co, 

TEXAS, El Paso, T. E. Blanchard, Mgr., 622-3 Caples Bldg. 

TEXAS, Houston, H, W. Brown, Mgr., 315-316 First National Bank 
Bldg. Fred Autry, Chairman, Diesel-Boettcher & Co. 

TEXAS, San Antonio, Henry A. Hirshberg, Mgr., Chamber of Com- 
merce, Jake olf, Chairman, care J. ‘Oppenheimer & Co. 


UTAH, Salt Lake City, Inter-Mountain Association of Credit Men, 
Walter Wright, .» 1411 Walker Bank Bldg. Robert Peel, 
Chairman, care Symns-Utah Grocer Co. 

VIRGINIA, Lynchburg, Mrs. M. A. Blair, Asst. Mgr., 405 Lynch Bldg. 

VIRGINIA, Norfolk. Shelton N. Woodard, Mgr., 1700 Granby St. 
D. Frank Gill, Chairman, care Jas. G. Gill Co. 


VIRGINIA, Richmond, Jo Lane Stern, Mgr., 905 Travelers Insurance 
Bldg. H. 8, Binswanger, Chairman, care Binswanger & Co. 


WASHINGTON, Seattle, Seattle Merchants’ Association, J. L. Bald- 
win, Secy.-Treas., Polson Bidg. 
WASHINGTON, Spokane, J. D. Meikle, Mgr., 718 Realty Bidg, 


WASHINGTON, Tacoma, Wholesalers’ Association of Tacoma, W. W. 
Keyes, Attorney and Mgr., 802 Tacoma Bldg. 


WEST VIRGINIA, Clarksburg, Central W. Va. Credit and Adjust- 
ment Bureau, U. R. Hoffman, Mgr., 410 Union Bank Bldg. 8, L. 
White, Chairman, care Clarksburg Drug Co. 


WEST VIRGINIA, Huntington, Tri-State Cred. and Adjustment Bua- 
reau, Inc., E. V. Townsend, Mgr., 705 First National Bank Bldg. 
M. W. Dugan, Chairman, care Emmons-Hawkins Hdw. Co. 


WEST VIRGINIA, Wheeling, Alvin Winters, Mgr., 31 McClain Bldg. 


WISCONSIN, Green Bay, J. V. Borer, Mgr., 301 No. Washington S8t., 
John Rose, Chairman, care Kellogg National Bank. 


WISCONSIN, Milwaukee, J. H. Marshutz, 1115 Wells Bldg., J. G. Ris- 
singer, Chairman, care Rauser, Leavens & Kissinger. 


WISCONSIN, Oshkosh, Chas. D. Breon, Mgr., Room 2, 11 Algoma St. 
Charles D. Breon, Chairman. 


Mgr., 203 Magnolia 
Wiedemann, Chairman, care Collins- 


Men has entered upon new activities sug- 
gested by A. A. Mowbray, manager of 
the Membership Department of the Na- 
tional Association who visited Wheeling 
in January. 

Forty-five members have been received 
into the association since Mr. Mowbray’s 
= and the association now numbers 

13. 

Weekly luncheons are held, when there 
is a general discussion of the problems 
that arise daily in the Credit Depart- 
ment, or a special speaker is called in 
to entertain, instruct or exhort. Arrange- 
ments are made by the energetic secre- 
tary, Alvin Winters. 
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The violent readjustment process of the last few months has put 
to the severest test every business house, large and small, and none 


more than those purveying fire insurance. . 


To the company of long experience nothing comes as a surprise 
—it never is called on to meet an emergency, because the emergency 
is met before tt becomes acute. 


Such a company as the Glens Falls measures up to its responsi- 
bilities in periods of danger because it knows that as surely as night 
follows day, so periods of business uncertainty will follow periods - 


of prosperity. It uses the latter to strengthen itself for the worst 
that may happen. 


Seventy years of service in the fire insurance field has given to 
the Glens Falls every shade of experience from periods of brilliant 
prosperity to the blackest in our economic history, and the Glens 
Falls has through them all been ready to care for its obligations. 
Today it is better prepared than ever to do so. 


The ambition of the Glens Falls officers now, as it always has 


been, is to offer insurance protection in quality second to none in 
the world. 


‘*Old and Tried’’ 
1849 , 


GLENS FALLS INSURANCE COMPANY 
GLENS FALLS, N. Y. 


E. W. WEST, President H. N. DICKINSON, Vice-President 
F. M. SMALLEY, Secretary R. C. CARTER, Treasurer 


F. L. COWLES, H. W. KNIGHT and J. A. MAVON, Assistant Secretaries 


AGENTS EVERYWHERE 
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CASH CAPITAL 
1853 $6,000,000 


é 


‘The Largest Fire Insurance Company in America”’ 


ELBRIDGE G. SNOW, President 


THE HOME 
INSURANCE COMPANY 


NEW YORK 


56 Cedar Street, New York 


Aircraft, Automobile (Complete Cover in Com- 
bination Policy), Crop Investment, Earthquake, 
Explosion, Fire and Lightning, Flood, Hail, 
Marine (Inland and Ocean), Parcel Post, Profits 
and Commissions, Rain, Registered Mail, Rents, 
Rental Values, Riot and Civil Commotion, 
Sprinkler Leakage, Tourists’ Baggage, Use and 
Occupancy, Windstorm 


Credit Men! These advertisers are buying space in YOUR magazine. 
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Just as the Advertisement Said 
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bor. Ask tne Fire Protection Expert .... Business Man 


1 ese it to them | 


Convince yourself by asking. But " 
don't wait until your school burns and 
children pay with their lives for some 
one’s negligence. Ask any authority. 


Ask now Today’ 


Let us send you our remarkable 
booklet, “Fire Tradegies and Their 
Remedy” Write us now befote you 


tre Chiet 


Ask any authority these questions: 
In oo buildings is there danger of 
In old school build are automatic 
sprinklers the surest safeguard? 
Do they fight fire automatically ? 
Does the heat of the fire start them? 
Are they always on guard? 
the best f child? 
Are they protection for my sais ah mr se 
Grinnell Company, Inc., West Exchange 
Street, Providence, R. L 


Or ask any business man in your 
town who has a sprinkler system. 


GRINNELL @ Company 


Complete Engineering and Construction Service on Automatic Sprinklers. 
Industri Pying. Heating and Power Equipment Pings, Pipe. Valves. 


GRINNELL AUTOMATIC SPRINKLER SYSTEM— When the fire starts, the water starts 


Reproduction of an advertisement published 
last year in national magazines. 


The answer was —~ Automatic Sprinklers! 


oo newspaper clippings could be multi- 
plied many times. They show that Fire 
Chiefs of cities, Fire Marshals of many states, and 
other experts have been asked the question: 


“Do schoolhouses burn more, colleges more, 
hospitals more, than other buildings?” 


In public meetings these authorities say the 
conditions could hardly be more frightening with 
47 school fires a week, 2 college fires a week, 4 
hospital fires a week. 


“What about our schools, our colleges, our 
hospitals—are they dangerous?” 


In public meetings these authorities reply, 
after investigations, that most school buildings 


are dangerous. 


Such was the reply given by authorities to 
the citizens of Brookiyu, Baltimore, Wilmington, 
Philadelphia, Waterbury and Rochester in the East; 
Minneapolis, Seattle, Los Angeles in the West. 


Any city, large or small, that has not been 
told the same thing has not yet asked experts to 
investigate and report. 


4 
A few copies of “Fire Tragedies and Their Remedy” 
will start your city to asking questions. Don’t wait until a 
burning schoolhouse has caught its little victims or a hos 
pital has trapped helpless invalids—send for a copy today. 
Address Grinnell Company, Inc.,297 West Exchange Street, 
Providence, R.I. Send also to the National Fire Protection 
Association, Boston, Mass., for its books on Schools and 
Hospitals (ten cents each). 


GRINNELL 


AUTOMATIC SPRINKLER SYSTEM 


When the fire starts the tvater starts 
Credit Men! These advertisers are bu'ying space in YOUR magazine. 
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. e, & Bes é ° le . es i 
Credit Interc ange 620 Holston National Bank Bldg. " “ gee: 


Mer., 321 Chamber of Commerce Bldg. 
Bur eaus a ae eek i, - Gra Jackson, “ BOISE, Idaho : D. JA Dirks, Mgr., Boise 
1 ationa an 
YNCHBURG, Va.: R. T. Clark, Mgr.; BOSTO? ‘ 


: STON, Mass.: H. A. Whiting, Mgr., 77 
CENTRAL CREDIT INTERCHANGE | Mrs, M. A. Blair, Asst. Mgr., 405 Lynch Bldg) Summer St ee 











BUREAU: BR. B. Moran, Mgr., 510 Locust MEMPHIS, Tenn.: Theo. J. Doepke, Mgr., DENVER, Col David F. Lowe, Mgr., 407 
8t., St. Louis, Mo. 402 IG h meg. . Barcla i. F ¥ 
MIL —_ isc,: Jas. G. Romer, Mgr.. EL PASO, Texas: T. E. Blanchard, Mgr., 
605 ieee Bid dg. - 620 Caples Bidg. 
Cooperating Association Bureaus NEWARK, N. J.: Geo. A. Kuhn, Mgr., 287 







GREAT FALLS, Mont.: W. L. ignatius, 
4 La.: T. J. Bartlette, Mgr.. a. a aoe ne 
20g Hart bin Bldg. Geo. T. Hartman, Mgr., 698 Canal Bank Bldg. - JACKSONVILLE, Fla.: A. J. Brown. Mgr., 
BUFFALO. 






















Howard C. Ferrell OMAHA, Nebr.: W. R. Bernd, Mgr., 420 SOI NDIANADOLTS. Bide. : Lawrence G 
1001 Muteal Life Bldg. ; "Peters Trust Bldg. Holmes, Mgr., Chamber of Commerce Bldg. 
CHATTANOOGA, Tenn.: J. H. McCallum OKLAHOMA CITY, Okla. : Eugene Miller, LEXINGTON, Ky.: John D. Allen, Mgr 
Mgr., 517 Hamilton National Bank Bldg. ' Mgr. 203 Magnolia Bldg. 417 Fayette National Bank Bldg. = = 
CHICAGO, Ill: F. B. Alexander, Mgr PHILADELPHIA, Pa.: A. L. Worrall, MACON, Ga: A. F. McGhee, Mgr. 15 
m 234, 326 W. Adams St. ”  Mgr., 1011 Chestnut St. Jaques Bldg eae 
CINCINNATI, Ohio: R. M. Byland, Mgr., PITTSBURGH, Pa.: A. C. Bunce, Mgr., MONTGOMERY, Ala: J. M Holloway 
tizens National Bank pia ig. 1213 Chamber of Commerce Bldg. Mer.. 81 Vandiver Bldg. - — ; 
u CLARKSBURG A wee U. BR. Heftmean, , SS. BAUES, Me.t @: F. Bentrup, Mgr., 510 NEW CASTLE, Pa.: Roy M. Jamison, Mgr., 
*9 nion Bank 332 Safe Deposit & Trust Bl dg. 
ST. PAUL-MINNEAPOLIS (Northwestern 
A ae a: D. W. Cauley, Mgr. ys obbers’ Credit Bureau) : W. A. Marin, Mgr., ae LES, Tenn. Chas. H. Warwick. 
COLUMBUS, Ohio: Chas. B. Cranston, 241 Endicott Bldg. NORFOLK. Vee: Shelton N. Woodard 
, 410 New First Metienal Bank Bide. eet taniie ea owa: Peter Balkema, Mgr., Mgr.. 1700 Granby St. “7 F 
10s RCATOR, I Jobn H. Neher, Mgr., SYRACUSE, Bs iver (Central New York 2 RICHMOND, Va.: G. N. Shuman, Mgr., 
Assn 3 as. ° « . 
e416 Fleming, jogs: Gen B, Melman, Butler, M — Commercial Blie” SALT LAKE CITY, Utah: Walter Wright, 
SRareo east, 5 peckinn Mer. LEDD. Ohio. FA. Beown, Mgr. 723 Mer. 1411 Walker Bank Bldg. 
Miss M. 0 , oS Asst. Mgr., 622 Far. wine Bide SAN AD , Texas: . A. Hirshberg, 
well Bldg” 5 WICHITA, Kansas: M. E. Garrison, Mgr, Mgr.. Chamber of Commerce Bldg. 
Pi Sipe. : (Superior, Wise.) : 101), Beacon ite. Ohio: J. R. Goldstein ay 605 Wells ‘Vargo Bldg. ae eee 
c 0: ‘ i ° 
wale, Mer., 415 Lonsdale Bidg., Duluth, Mgr., 1108 Mahoning Bank Bldg. S SHATELE to Wash.: H. S. Gaunce, Mgr., 
EVANSVILLE, In H. W. Voss, Mgr., a : _ a 
Furniture Exch z Si; . Unattached Association Bureaus e coma Bldg : W. W. Keyes, Mer., 803 
uiBann RAPID * Mick. : rank V. Blakely, TAMPA. Wi . & Gee Bee 6 
Mea el Trust B idg. ooh shtA., Ga. : Bt. Wayne, Megr., 304 Roberts Bldg a. ;. a » Mer., 
oe mber 0 ommerce “ : 
WL N. Washington Bt 7 | Borers Mars COATDSINTOWN, 1 Pa ia H. 3. Reimbard, |, TULSA Okla.: W. A. Rayson, Mgr... Muni 
an 402 Hunsicker Bl , 
g,Sdiueenent 8 Dares Ay rae St MET EGUSTA, Ga. : B. Oliver, Megr., 6 WHEBLING, W.Va: Alvin L. Winters, 
Mer. 105 Pirst Nadonal Bank Bldg. Campbell Bldg. Mags. SS etain Sees. 


3 


THE CREDIT MONTHLY 


Ptu- 


Every credit man knows that the proper granting 
of credit involves not merely a question of arithmetic, 
but analysis based on experience. 


The writing of insurance likewise involves experi- 
ence and analysis. 


The splendid record of the Glens Falls runs back 
seventy years. 


Those who insure through the Glens Falls are 
profiting by the accumulated experience of three gen- 
erations of American business. 


““Old and Trtied’’ 
1849 


GLENS FALLS INSURANCE COMPANY 
GLENS FALLS, N. Y. 


E. W. WEST, President H. N. DICKINSON, Vice-President 
F. M. SMALLEY, Secretary R. C. CARTER, Treasurer 
F. L. COWLES, H. W. KNIGHT and J. A. MAVON, Assistant Secretaries 


AGENTS EVERYWHERE 


Credit Men! These advertisers are buying space in YOUR magazine. 
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Editorial Comment 


Charm and Force 


peda through history there 
have been certain cities which 
have stood out in men’s minds as 
peculiarly representative of the 
courage, the ideals, the strength and 
pride of a great people, and hence 
are dear not alone to the men who 
abide there. Men feel an irresistible 
longing to look upon such cities; to 
make note of what nature has done 
to make the city a logical center of 
active commercial life; to look into 
the eyes of the men who have made 
the city what it is, and to breathe 
the atmosphere from which they 
have gained their strength. 

San Francisco is such a city. It 
holds a distinct place not only in 
America but the world. It is not 
simply another city, but has a charm, 
a magnetism, a force of its own. 

Not so many years ago, the Pacific 
might be thought of as a vast ex- 
panse of water waste. Today it is 
a mighty carrier of world commerce, 
tracked by numerous steamship 
routes, most of which have a prin- 
cipal terminus at the city of the 
Golden Gate or one of its sister cities 
of the Pacific. More and more the 
products of Asia are finding their 
market in America, and more and 
more American products a market 
in Asia,—which means increasing 
demands upon these great ports. 

The Pacific in the years just 
ahead is to become an increasingly 
important theater in world affairs,— 
a theater, let us all hope, in which 
is played the greatest drama of 
peaceful, mutually profitable com- 
- merce the world has ever seen. 

It is to this city and this coast that 
the credit men are to turn for their 
annual Convention in 1921. For 
twenty-five years the National Asso- 
ciation of Credit Men has been at 
work throughout the broad land 
drawing to itself power not only 
from the great stretches east of the 
Rockies, but from every part of the 
country, and not the least of all from 
the Pacific Coast. In its powerful 
cities, the Association of Credit Men 
has struck deep root. 


For twenty-five years the credit 
men of the Pacific have waited their 
opportunity for a visit from their 
fellows. This year the invitation has 

accepted ; and San Francisco is 
Preparing for what San Franciscans 
are determined to make the greatest 
convention if not the greatest event 
in the annals of the National Asso- 
ciation of Credit Men. 


These credit men of San Fran- 
cisco truly say that the men of the 
sales department of our commercial 
houses may have their interests local- 
ized, limited by the territory they 
“ work,”, but that the interests of 
credit men can not be localized. 
Their interests must have at least a 
national sweep. Credit men must 
take into consideration the influences 
which are at work not only in the 
immediate territory, but in all the 
territory from which their houses 
draw business directly or indirectly. 
Therefore, for no business conven- 
tion should there be as strong a rea- 
son for a large representation on the 
Pacific Coast as for a convention of 
credit men. 


Queries 


Hew do credit grantors stand on 
the following questions? 

1. Is it a good plan to permit 
salesmen to take orders indiscrimi- 
nately so far as quantity is con- 
cerned, and not be controlled by the 
financial standing of the dealer as 
they negotiate with the dealer for an 
order? Some contend that it is a good 
plan to let the salesman go ahead and 
get as liberal orders as he can and 
then let the credit department decide 
upon the quantities shipped. Others 
contend that the salesman should 
take orders that will be in harmony 
with the financial standing of the 
dealer, for an embarrassing situation 
is created if the credit departmen: 
finds it necessary to reduce material- 
ly the order which had been given 
the salesman. 

2. A member of the National As- 


- sociation of Credit Men brings up a 


question that relates to shipments 
sent collect. His custom has been to 
require a cash deposit against such 
shipment. He is interested in know- 
ing if this is the method used by 
houses in various parts of the coun- 
try; if they require a deposit before 
making collect shipments or if. this 
is an unusual practice. The inquirer 
says his own experience is that in the 
great majority of cases these collect 
shipments are accepted. 

.3. Another member protests 
against pressing debtors for the pay- 
ment of overdue accounts, and offers 
as an excuse the present difficult 
financial situation. He feels that this 
but increases pessimism at a time 
when we need to give out construct- 
ive, courage-building suggestions. Is 
he right? 

It is hoped that a large number of 
members will reply. 


Unenlightened Selfishness- 


wey was a great result at- 
-™ tained through petty methods; 
never a great commercial state cre- 
ated by a people over-zealous as to 
their rights and ever fretful lest 
others seem to take undue advantage 
of them. 

North Carolina and other states 
whose legislators have loaned them- 
selves to the pettier influences of the 
state in enacting laws hostile to that 
free flow of check currency which 
has been made possible by the Fed- 
eral Reserve System, are but spiting 
themselves in grasping at penny 
tribute and losing dollar profits. 

The par system of collections is 
based on broad principles of national 
commerce, the soundness of which 
can not be controverted. We must 
not go back to the demoralization, 
the waste and the unfair taxation 
incident to the clearance of checks 
of the years prior to 1914. 


“The Nation’s Business ” 


— publication of the Chamber 


of Commerce of the United 
States, “ The Nation’s Business,” 
published at Washington, D. C., 
reaches 80,000 business men. The 
Chamber is engaged in a campaign 
to secure as paid subscribers for 
the magazine all members of every 
organization affiliated with the 
Chamber. 

No American business man who 
reads “ The Nation’s Business” can 
fail to get a great deal of benefit 
from this excellent publication. Es- 
pecially in these times when a knowl- 
edge of conditions is essential, a 
magazine of this character properly 
studied can often avert disaster and 
point the way to success. 

The National Association of 
Credit Men has long been affiliated 
with the Chamber of Commerce of 
the United States. Every credit 
grantor is urged to become a reader 
of “ The Nation’s Business,” which 
has now been made available to 
members of affiliated organizations 
at two dollars and fifty cents a year. 


Born, April, 1920 

"ee first number of THE CREDIT 

MonTRLy was dated April, 1920. 
Readers of the Montuty have al- 
ways had a standing invitation from 
the Editor to tell him what they dis- 
liked and what they approved in the 
magazine. They are at the end of the 
first year especially urged to give the 
Editor the benefit of their criticism. 
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1 Autocars at loading bins. The box hanging under the end of the chute 
serves as the measure to assure correct proportions for each load. The 
rear chute loads sand and the front one loads stone. One boxful from 

each is put into each compartment of the Autocar dump body. 


y After leaving the loading bins the Autocar runs to a nearby freight siding 
where three bags of cement are tossed into each compartment direct from 
the freight car which brought in the cement. 


THE CREDIT MONTHLY 


The Autocar Method of Road Building 


3 Arriving at the mixer, the cement is taken off and into the load as 
each section is dumped. After dumping the first half, the Autocar pulls 
forward while the load is elevated into the mixer, then backs up and dumps 

the second half of the load. 


4 Mixer in position to receive second half of load and the Autocar ready to 
back up and dump it. The driver pulls a chain to release the dividing 
board, but does not leave the seat during the entire operation. 


Autocars Building the Pennsylvania State Highway 


OWARD B. GREEN, of Swarthmore, Pa., 

has been an Autocar user for five years and 

is now operating a fleet of fifteen. He is a building 
supply dealer and contract hauler. 

These pictures illustrate the manner in which 
he is doing the hauling for Warren Brothers, of 
Boston, who have the contract to build Route 225 
of the Pennsylvania State highway—a cement job. 
This is part of the new permanent highway con- 
necting Chester and Norristown. 


The size of the mixer limits the Autocar loads to 
a three-bag mix, and working on that unit basis, 
about three hundred and twenty feet of road is put 
down every day. 

The haul from Mr. Green’s yards to the mixer is 
only a half mile, and five Autocars are sufficient 
to keep the mixer going to capacity. His Autocars 
are equipped with the standard extra low Autocar 
rotary dump body with the special removable 
division board, released from the driver's seat. 


Write for our Highway Booklet 


2-Ton Chassis 
$2300, 97-inch Wheelbase 
Heavy Duty Chassis 
$4350, 120-inch Wheelbase Brooklyn 


Bronx 
(F. O. B. Factory, Ardmore, Pa.) ironman 


Autocar 


New York 


THE AUTOCAR COMPANY, Ardmore, Pa., ™hispe4 


1897 
The Autocar Sales and Service Company 


Boston Philadelphia Pittsburgh Chicago 
Providence Camden Baltimore St. Louis 
Worcester Allentown Washington Dallas 

New Haven Wilmington Richmond Los Angeles 
Springfield Atlantic City Atlanta 
Hartford 


Represented by these Factory Branches, with Dealers in other cities 


San Francisco 
Sacramento 
Oakland 
Stockton 

San Diego Fresno 

San José 


Wherever there’s a road 


Credit Men! 


These advertisers are buying space in YOUR magazine. 
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